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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost ... 
Recorder Stock Record Cards Supply a Perpetual Inventory 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 
MERCHANTS SERVICE. DEPARTMENT 
209 So. State Street, Chicago, {iinols 


Helps you to “buy as you sell”—to know whether each shoe 
is paying its way with a profit, to go light on slow movers, 
to re-size frequently on wanted style and sizes. 
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VOICE of 


‘©THE itinerant merchant must be 
properly licensed,” says the Illinois 
Federation of Retail Associations. 
“The itinerant merchant pays no 
appreciable taxes in your commu- 
nity. He is not a permanent resi- 
dent of the community. He con- 
tributes in no way to the civic and 
commercial betterment of your 
community. He is not available if 





and when the merchandise you pur- 
chase is considered inferior and far 
below the standards represented by 
the peddler. 

“Oftentimes — not always — the 
peddler is actually dishonest and 
will make every effort to fraud and 
cheat the consumer. In many cases 
he is being sought by authorities 
in other cities. 

“The local retail merchant, on 
the other hand, is your neighbor. 
His merchandise must be quality 
merchandise for he must face you 
—look you in the eye—every sin- 
gle day. He cannot afford to cheat 
you nor sell you shoddy merchan- 
dise. He must set a standard that 
will insure ‘repeat business.’ The 
local merchant pays taxes. He con- 
tributes to the betterment of the 
community. He subscribes to local 


affairs. He is loyal. He is a part 
of you and the community. 

“The local merchant asks only 
two things in relation to itinerant 
vendors. First, that they be prop- 
erly licensed in order that they may 
be on the same or a comparable 
cost basis as the retail merchant. 
Second, that the consumer public 
weigh heavily the contribution 
made by the local merchant to 
civic and commercial life and com- 
pare the service and quality posi- 
tion of the local retailer to that 
offered by the itinerant vendor.” 

* * * 


HION. FRANCIS P. MURPHY, 


governor of New Hampshire and . 


vice-president of the J. F. McEl- 
wain Company, addressed the recent 
third Dearborn Conference of Agri- 
culture, Industry and Science at 
Detroit and said: 


x ¢ 
. - 


“Ten years ago a pair of men’s 
welt shoes was eighteen days in 
going through our factories. Now 
a pair is made in five days. When 
I first went to work in a shoe fac- 
tory, I received the princely wage 
of $3.00 a week; and I was glad 
to get the money. In the factory, 
at that time, the best paid workers 


OH BO/! 
THREES 
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earned $12 or $15 a week and, on 
the average, worked forty weeks in 
a year—so that in the course of a 
year, they earned $500 or $600. 
Today, the average earnings in our 
factories are $32 a week, based on 
a forty-hour week and fifty full 
working weeks a year—making the 
average annual wage $1,600.” 


* * 
ny 9s 
US 





WJ. T. PEDIGO, president of the 
Pedigo Shoe Company, St. Louis. 
Mo., says: 

“Viewing the period ahead, we 
find business toeing the line of 
prosperity. Most authorities believe 
the business pendulum will continue 
its upward swing—at least for a 
period sufficiently extended to give 
no cause for immediate apprehen- 
sion on that score. 

“Buying power is increasing, 
along with a wide-spread disposi- 
tion to spend freely. 

“There appears seemingly an un- 
justified fear of labor strikes per- 
meating the recovery movement. 
The consensus of best opinion is, 
however, that labor isn’t going to 
stop the parade. It has won some 
decisive victories but not at the ex- 
pense of recovery. Labor leaders 
are too wise for that. (These state- 














ments do not imply a brief for, nor 
do they condone some things now 
going on.) 

“Prosperity and high prices go 
hand in hand. Inevitably, we can’t 
have one without the other—any 


wish to the contrary is futile.” 
* * * 


*6SEVENTY-FIVE per cent of the 
current shoe sales in the Brooks 
Clothing Stores of Los Angeles, 
Calif., are all-white buck for men,” 
reports E. L. Britain, manager of 
the shoe departments. 

“The custom toe, wing-tip still 
leads with the straight tip giving 
this pattern a close run for top 
honors. Brown and whites are 
showing fair strength, while there 
is practically no action on black 
and whites. Grays have slowed 
down quite a bit during the past 
two weeks in the plain patterns, 
although the perforated grays are 
showing decided. gains.” 

* * * 
THE average store in the field 
covered by the National Retail Dry 
Goods Association, made a small 
but comfortable profit of 2.6 per 
cent of sales for the year 1936, as 
compared with the profit showing 
of 1.6 per cent in 1935. These 
figures were compiled by the Con- 
trollers’ Congress, based on reports 
from among the 5600 member 
stores in all parts of the country. 


Q 
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S6WV EAR rubber heels on your 
shoes or you do not work,” coun- 
sels Hollywood’s powerful Central 
Casting Bureau to all extras. The 
notice reads: 

“Warning to Extras . . . Repeated 
requests that extras wear rubber 
heels when reporting for work on 
sets having been ignored by some, 
notice is herewith given that be- 
ginning this date, the wearing of 
rubber heels is a requisite condition 
of extra employment and those re- 
porting to work with hard heels 
may be refused admission to the 
studio lot'and their calls cancelled.” 


dee 
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SURE WAS 


wor wuziT ? 
fea = 

—Thousands of English sportsmen 
had gathered in the Arena to 
see a "battle to the finish" be- 
tween Kid Zilch and Spud Mc- 
Glunk, both contenders for light- 
weight championship. 

—Hardly had the gong sounded. 
when the Kid passed a heavy 
right into the Spud's pan and the 
fight was over. 

—A little Coster who had paid five 
shillings for a seat at the top of 
the house turned, disconsolately, 
to his companion and said: 

"This is going to be a damn 
good fight, wasn’t it?” 

—And many a shoe buyer, con- 
fused at the multitude of fast- 
moving styles flashing before his 
eyes, might well say: 

"This is going to be a damn 
good style, wasn’t it?” 


Znt 6 TEE 
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WILLARD K. TOZIER, for 20 
years cutting room foreman at the 
Charles S. Bates Shoe Factory in 
Exeter, N. H., has been accorded 
a high honor in Odd Fellowship— 
grand patriarch of the Grand En- 
campment of New Hampshire. 

Besides being prominent in lodge 
circles, he is also well known in 
politics, being a representative in 
the New Hampshire Legislature 
from this town. He is a large prop- 
erty owner and his present home 
was the boyhood abode of Judge 
Henry Shute, noted author of “The 
Real Diary of a Real Boy.” 


* * 


BREPORTS from retail executives 
attending the conference held in 
Washington under the sponsorship 
of the American Retail Federation 
indicated business generally was 
running ahead of last year. State- 
ments on business conditions in 
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the various states and lines of retail 
trade were: 

JESSE ADLER, president of the 
Adler Shoe Company of New York: 
“Shoe retailers are very optimistic 
over the outlook for the shoe busi- 
ness during the early Summer 
months, The sport season opened 
with a bang. White shoes for men 
lead the field, followed closely by 
all kinds of sport types, including 
crepe soles and ventilated models 
in both plain toes, straight tips and 
wings. Shoe retailers anticipate the 
biggest men’s white shoe season for 
years.” 

* * * 
CHANNING E. SWEITZER, man- 
aging director, National Retail Dry 
Goods Association, said: “Although 
experiencing a temporary slacken- 
ing, retail trade in the department, 
dry goods and specialty store field 
should regain its momentum after 
the close of the vacation season un- 
less some unlooked for events oc- 
cur. Prospects for Fall business 
appear bright. To date, department 
stores sales are approximately 12 
per cent ahead of those in 1936. A 
tendency for sales to slow up, par- 
ticularly in large cities, has been 
in evidence, however, for the last 
few months. In New York, for in- 
stance, the rate of increase through 
April 30 was eight per cent, and 






omni n/ \ 
AAVACATIONS WY 


it is likely that May results will 
show an increase of approximately 
six per cent. For the country as a 
whole, the Federal Reserve Board’s 
April index of department store 
sales stood at 93 on the 1923-25 
average of 100. 

“Three influences were respon- 
sible for the fact that department 
store stocks were 15 to 20 per cent 
higher at the end of April than at 
the end of the same month last year. 
These were: the rise in prices at 
wholesale and retail, the increase 
in demand for better quality mer- 
chandise, and anticipation of high- 
er prices. 
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“During the month of May there 
was a tendency to reduce inven- 


tories because of the softening of — 


wholesale markets on basic com- 
modities and manufactured articles. 
Inventories probably now would 
show an increase over last year of 
up to 14 per cent as compared with 
the high point of April 30. Ad- 
vance buying in some lines, never- 
theless, has been somewhat retarded 
by what is considered to be a tem- 
porary market condition.” 
* * * 


Hi. NELSON STREET, secretary 
of New York State Council of Re- 
tail Merchants, Inc., said: “The 
volume of retail business in New 
York State during the first four 
months of this year has been good, 


but increased taxes and legislative 

encumbrances are becoming real 

burdens to retailers of the State. 

The fall in the markets has hurt 

business in New York City, but the 

business outlook is encouraging.” 
* * * 


CHARLES T. LUX, secretary- 
manager of the Retail Merchants 
Association of Texas, said: “Texas 
business is now at the best level 
since the Spring of 1930 and the 
trend continues to point upward. 
The outlook for Texas business is 
dependent mainly on the prospects 
for income from agricultural and 
mineral production. It is estimated 
that the cotton production during 
the current year will total 4,000,- 
000 bales.” 
* * * 
JAMES P. TAYLOR, secretary of 
the Vermont Council of Retail Mer- 
chants, said: “Business in Vermont 
is holding up well and the tourist 
season is expected to be the best 
to date.” 
* * * 

PAUL R. LADD, secretary of the 
Retail Trade Board in Providence, 
R. I., said: “Business in Rhode 
Island is forging ahead according 
to the indices available for the first 


four months of the year. The im- 
provement is of sufficient degree 
and breadth to assure a continua- 
tion of good business for some 
time at least. Among the business 
indices which have made gains for 
the first four months are: Bank 
Debits, 20 per cent; New Car Reg- 
istrations, 26 per cent; New Life 
Insurance, 16 per cent; Factory 
Payrolls, 24.7 per cent.” 


* * * 


SADIE HARTMAN, Retail Mer- 
chants Association of Tennessee, 
said: “Retail business has shown 
a normal increase in 1937 and in- 
dications are that the present trend 
will continue. According to the 
Chamber of Commerce figures for 
Nashville, the employment index 
through April was 11.76; bank 
clearings showed an increase of 
25.97; and new auto sales an in- 
crease of 12.27.” 


* * * 


S6 ALONG the first of this season 
after the current style trend had 
been firmly established, I predicted 
this Spring’s shoe selling operations 
would result in the most drastic 
number of mark-downs the trade 
has experienced in years. Present- 
day facts are confirming that pre- 








diction. Returns are running en- 
tirely too high, in fact, they are 
all out of reason. A shoe fitter may 
have a splendid book at noon, 
only to find his returns during his 
lunch hour have wiped out almost 
everything he sold during a good 
morning. All this is due to the 
crazy styles now on the shelves of 
all stores doing anything of a 
fashion business. 

“However, there is a silver lining 
in the outlook for Fall. We are look- 
ing for some comparatively easy 
selling as the patterns Mr. Gude 
and I bought on our Eastern trip 
are much more saner. When buy- 
ing in New York we took some 
kind of ornamentation or some- 
thing off nearly every shoe we de- 
cided to buy. The shoes selected 
were decidedly plainer and simpler 
than the salesmen’s samples. Low 
riding pumps will be the surprise 
sellers for Fall, particularly in 
leather shoes. I, for one, sincerely 
believe that the retail shoe busi- 
ness is coming back to where fine 
materials and fine shoemaking will 
be the influencing factor as far as 
the public is concerned for this 
Fall.” 

So says Ed. Mashburn, who as- 
sists A. L. Gude, Los Angeles, in 
his shoe buying. 























"Ye Gods! Why didn't somebody tell me our new display man is a surrealist." 





DRAMATIZE 8 





SEVEN large windows on the Mabley stretch of the of the sa 
Netherland Plaza’s Arcade and three small display colored s 
cases in the same corner of the store were used for is about 
dramatic showings of white and colored shoes in early 
June. 
The fixtures and backgrounds were designed by mem- 
bers of the Mabley staff, and the dramatic effect of the 
windows brought even more attention than usual from 
Mabley’s large youthful clientele. 
Just at present, according to Mr. Held, who mer- 
chandises for all the shoe departments, including the 
Caprice Shop and the Sandal Shop, about 74 per cent 


All types of multi-colored shoes in a pyramid 
arrangement, displayed against a large fashion 
drawing. 








of the sales just now is in the realm of the white and 
colored shoes of the type shown in these windows. This 
is about 5 per cent more than last year. 


“Make your displays dramatic if you want 
them to sell goods,” says Mr. Held. “Just putting 
shoes in a window won’t sell them for you. 
You’ve got to have a story for every window so 
that the customer carries away a certain impres- 
sion that will stay with him and that he’ll talk 
about. 


“We had those windows in there a week. You 
wouldn’t believe me, but I'll tell any anyhow that there 
were people who were in town over the weekend when 
we put in the window. Well, they went home and talked 
about certain shoes in certain windows and people— 


Whites and Colors in 


Caprice and Sandal Shops 
of Mabley & Carew Store 


other people came all the way down from Dayton and 
bought shoes out of that window. 

“We had girls coming in here with descriptions of 
certain shoes that they wanted out of the window. Things 
written down on paper. Certain shoes that they wanted. 

“We have young-looking shoes here. Snappy shoes. 
Hot lines. We sell an awful lot of novelty shoes. People 
sometimes buy the first young things they’ve had for 
years when they see them here. You see, we have an 
advantage because we’re right here in the Netherland 
Plaza Hotel, practically, and we have a lot of that 

[TURN TO PAGE 38, PLEASE] 








Left—Buying Sandals in Mabley’s New Sandal Shop 


Above—Dressy types of all-white shoes displayed on swings 
with merchandise in foreground, featured on cylinders oj 
wire mesh, 


Below—All color prints featured in a triangular arrange- 
ment similar to the multi-color window. 
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A touch of piping accents the dress-maker folds 


of this off-side model by Selby—Tru-Poise. 


Stitching to exaggerate the forward flare of a 


shoe by Stone. 


Fine Points of Trimming Treatments in Fall Shoes 


WHEN you think of trimmings in 
Fall shoes, you come right back to 
silhouettes. For treatments and pat- 
terns are so intertwined this year that 
you can’t consider them separately. 
There is nothing really new about 
this. It’s a fundamental of good de- 
sign that every bit of ornament should 
serve a purpose. But the point is par- 
ticularly important this year because 
silhouettes are so exaggerated that to 
use trimmings that compete with the 
silhouette is especially distracting. 
This is the striking difference this year 
between good shoes and mediocre 
shoes. In the most significant mode 
every touch of detailing is use 





bring out a basic line, and everything 
that does not contribute to the sil- 
houette is omitted. Less well styled 
shoes, on the other hand, have orna- 
mentation going on all over the place. 
If you are stressing quality (and 
with rising prices quality must be the 
selling argument) then you will be 
extra-critical of how trimmings are 
handled in the patterns you buy. And 
your sales staff, when they show shoes 
to custom hould point out how 
these tails bring out the 
bea es, This is a year 
og. This is the 


SS 
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time to get down to the fine points 
that make fine shoes. And the finesse 
with which trimmings are used is a 
key point in selling better grade foot- 
wear. 

We have picked for our illustra- 
tions seven significant treatments in 
seven significant pattern types. Let’s 
analyze them, one by one (reading 
from left to right around the two 
pages) and see how the silhouettes 
and trimmings work together in each 
case. 


First, the Illusion line. This is 
probably the most difficult pattern 
type to handle. Unless it is skillfully 
done, it can make a foot look like a 
hoof. . . . When it was introduced it 
was, of course, an open-back shoe and 
the lightness of the heel saved the day. 
But with a closed back, it’s another 





ARRINGTON 
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TAILS 











Modded rolls give a third dimension to 
the butterfly front by Wolff-Tober, 


story. In the shoe shown, the line of 
the vamp has been brought forward 
just far enough to make the shoe 
graceful with a closed back. Those 
circular lines of narrow braid are 
used to emphasize the upward sweep 
over the instep and to break up an 
area that would otherwise be unflatier- 
ing. Here, then, is trimming used 
with a reason. If this shoe had been 
kept plain it would have looked heavy. 
If its trimming had not followed the 
silhouette it would have looked fussy. 
It has just enough detail placed stra- 
tegically to make it a fine shoe. 

The second illustration shows the 
off-side flare, probably the most im- 
portant popular development of the 
season. This silhouette lends itself to 
a “dress-maker” manipulation of shoe 


Lastex leather is kept ultra-simple in this J. H. 
Slater shoe made for J. & J. Slater. 


The harlequin effect handled 
with discretion in a pattern 


by Gregory & Read. 


materials. The leather in this shoe is 
treated as if it were a piece of dress 
material, with a soft, folded tongue. 
The only touch of trimming is piping 
that accentuates the line of these folds. 
It doesn’t need anything else . . . and 
anything else would stop that “swing 
rhythm” of that one-sided sweep. 


Back adjustment is 

the feature of this 

registered design by 
J. & T. Cousins. 


In the third shoe, we see the flared 
front, another one of the “motion” 
shoes in the Fall picture. The idea of 
this pattern is to stand away from the 
instep. It is not meant to “fit” in the 
sense of following the line of the 
foot. It’s trimming of stitching is used 
to emphasize that striking feature of 
its silhouette . . . that forward, spring- 
ing movement. 


WE are getting away this season 
from the idea that shoe details must 
always be laid flat on a shoe. Shoes, 
like hats, may have details that stand 
off and away. In other words, treat- 
ments have a new dimension. This 
butterfly-front, the fourth shoe shown, 
is another shoe that illustrates this 
idea. Finishing the twin points of 
the front gives the shoe that new look 
of depth. It comes oyMat you. It 

[TURN TO PLEASE ] 














Alfred Vamos, in styling new one-piece high front patterns, 
finds that a piece of finished leather has some stretch but 
not enough for his purpose. 


ALLL human activity is divided into two halves, one of 
which stands for tradition and the other for innova- 
tion. The one gives life a sort of foundation and the 
other gives it a promise of progress. 

It has been traditional in the shoe industry to use 
some mechanical method of adjusting in the fitting of 
uppers over the human foot—such as laces, buckles, 


The 
BIRTH OF A NEW IDEA 


Which 


OPENS AN ENTIRE FIELD 


PLAY 


in Shoe Uppers 


Ill 
With considerable pride in his achievement, Mr. Vamos 


shows the new Lastex shoe—the upper in actual elasticized 
leather unified into one piece with the backing fabric. The 


result is a beautiful shoe that molds to the foot like a sock. 


II 
By a secret process, he does something, through chemistry, 
with a piece of leather after it has been regularly tanned 
so that he actually puts back into the skin its natural elas- 
ticity. In consultation with Edward Roberts (who intro- 
duced Lastex to the shoe industry), the treated skin is 
laid on a Lastex fabric which controls the stretch in the 
direction desired. 


buttons and gorings. Then someone thought that the 
skin of a living animal had its own natural flexibility. 
That quality was lost in tanning . . . can it be restored 
by the ability of man to put flexibility and pliability 
into leather so that the shoe in the action of walking 
might have a new freedom. 

One of the first to give heavy thinking to the idea 


RECORDER 





IV Vv 
Herman Schaffer, buyer and manager He then presents the revolutionary type of footwear to John Slater. 
for J. & J. Slater, Fifth Avenue, New who gives his approval of the shoe, the order and the promotion— 
York, plans a promotion of the “fash- with a comment from Mr. Slater: “This is indeed a revolutionary 
ion first.” He points out the perfect invention . . . real leather with its natural elasticity restored by 


color blends of the same leather and chemistry. I think this brings a new note into shoes and shoe- 
making.” Mr. Schaffer in having the shoes made determined that 


where the element of stretch is placed 
in the pattern. the place of this elastic leather is to be only in part of the upper 
pattern so that the natural leather covers two-thirds of the upper and 
only one-third contains the elastic resilience. 


at the very beginning of a new art in shoemaking— 
that still contains amazing problems yet to be solved 
. ». in how much elasticity in the leather, in the back- 
ing and the type of pattern and what are the results in 
fitting, in wearing. Time and talent will tell the story. 


was Alfred Vamos, American designer, born and 
trained in the arts and craftsmanship of old Vienna 
and with a generation of shoe years in New York in 
high fashion creation. 

The results are here shown in pictures and presented 


Candid Commentator 


VI 


And now the cus- 
tomer gets the new 
shoes— which you 
see have no laces, 
buttons, buckles or 
other form of ad- 
justment. Further- 
more, an important 
point in “How to 
Fit the Shoe” is il- 
lustrated, for the 
shoe is side-fitted, 
and after the fore- 
part of the foot is 
encased the quarter 
is. swung around 
and snugged on to 
the heel. 









~ 
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SHOES ARE SOLD e 
floor design quite naturally leads the customer to an 
the left, Another advantage is gained by the re- ste 

ais inet dell ed tailer in having customers stop first and look ai sel 
stalled, this custom-built linoleum the case. It gives salesmen time to get to the front cor 
floor in the Baker Shoe Store, Chat- f the st d 1 : “e 
tanooga, Tennessee, leads customers 2s Wi nts — ite dM y yay ——— A me 
to the display case on the left con- This is the practical justification for this floor. pla 

taining featured models, However, there is a psychological angle that t 


should not be overlooked. Because this floor is ist 
“different”—there is no other one exactly like it 
—the new customer associates the store in his 
mind with the unusual floor and when he thinks 
of buying shoes again, this impression of the 
floor helps to make him remember the store. This 
is no professor's theory involving mental 
mechanistics, although any psychologist will 
agree that a person given such stimuli will react 
accordingly. It has been tried out and tested 
under practical every day conditions, and it 
works, 

In the equipment and decoration of modern 
shoe stores much consideration is naturally given 
to the floor covering and what it may be expected 
to contribute. A good woven floor covering 
should, first, enhance beauty and general attrac- 
tiveness by serving as a foundation of pleasing 
color and design in complete harmony with the 
other elements of decoration. If carpeting is 
Rich, wall-to-wall carpeting in plain color with darker shade adds much to chosen, it should add to the atmosphere of com- 


the effectiveness of modernistic Pr ong mag of Rich, Schwartz & Joseph, fort and luxury, and should be of such texture 




















SHOE retailers of today are selling more effec- Below: A mood of carefree youth in the distinctive floor of the children's for i 
tively and directing customer circulation in their ne nets See ey, NX. the b 
stores through the careful attention they are giv- to ge 
ing to floors and floor coverings. By using color- and 
ful designs, calculated to lead patrons where the appe 
dealer wants them to go, two purposes are of th 
achieved—distinctive floor treatments and store majo 
traffic control. prom 
Study carefully the photograph of the Baker tive s 
Shoe Store at Chattanooga, Tenn. The visitor at custo! 
the store is met at once by this interesting, color- cess 0 
ful linoleum floor of cadet blue, ruby, orange, costly 
yellow and white. To the left is a show case dis- vice v 
playing shoes of the season. The retailer wants able t 






his prospective customers to look over these styles 
before purchasing and you will note that the 
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“ON THE FLOOR” 


and thickness that it deadens the sound of foot- And So Floor Treatment and Floor 
steps—quiet-izes” all areas. The floor covering 
selected should be of such quality in materials, 
construction and workmanship that long wear 
is assured, with a minimum of repairs and re- 


placements. Place in Modern Shoe Store Planning 


Herein, rather than in the actual cost per yard 


Coverings Assume an Important 


is the real economy in the purchase of carpeting, 


leading carpet mills provide this advisory service 
without obligation and buyers will find it well 
worth while to take advantage of such services. 

Look at the photograph of Morse’s Shoe Store 
in Albany, N. Y. A customer always knows where 
he is when he walks into Morse’s because the 
name is set right into the linoleum floor. The 
color scheme for the floor at the front of the store 
is a field of ruby, with strips, border and outside 
border of inset yellow. Inner circles of the lino- 
set are ruby and the letters, the strip through the 
circle and one inner circle are of white. The 
upper half of the linoset is black. The main store 
area is covered with a field of Oriental blue with 
a one-and-a-half inch strip of terra cotta and 
border of eggplant linoleum. 


Hesitant customers looking for Morse’s Shoe Store in Al- [TURN TO PAGE 38, PLEASE] 


bany know that they are in the right place through this 
smart, distinctive trade-mark set right into the linoleum Carpet forms an important and very effective part of the 


floor. The strips in the foreground also serve to uncon- decorative scheme in Burt’s Shoe Store, Chicago, illustrated 
sciously direct the customer into the store. below. 


for in the long run, a good substantial fabric is 
the best investment. Spending a few dollars more 
to get a little better grade postpones the trouble 
and expense of recarpeting and insures better 
appearance and satisfaction throughout the life 
of the carpet. The floor covering is indeed a 
major item of equipment—and is one of the most 
prominent features in the composition of a decora- 
tive scheme that can actually make or break a 
customer’s impression to the degree of actual suc- 
_ cess or even failure of the establishment. To avoid 
costly mistakes and to insure the best carpet ser- 
vice with the greatest economy it is always advis- 
able to consult a carpet contract salesman. The 


Photos courtesy of Armstrong Cork Company, Lancaster, 
Pa., and Mohawk Carpet Mills, Amsterdam, N. YF. 
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Discrimination in Values and Prices 


ET was my good fortune to attend the American Medi- 
cal Association convention in Atlantic City last week. 
I heard a famous brain specialist say that he had 
transformed a man who was a failure in business into 
one who had achieved outstanding success as a business 
man, by removing part of his brain. 

Science verified the story that Anthony H. Geuting 
told at a code meeting in Washington in the days of 
the N.R.A. Someone at the code hearing said: “I don’t 
believe there is any difference between a $5.00 shoe 
and a $10.00 shoe that the public can see.” Tony 
Geuting replied in the form of a story—of a young 
business man who found he wasn’t getting anywhere 
in business and thought that the trouble was with his 
brain. So he went to a brain specialist and the surgeon 
said: “Ill take your brain out and look at it for a 
few days and see what we can do about it.” So the 
brain specialist removed the gray matter and put it in 
a jar and told the young man to come back in a few 
days. Weeks and months followed and one day the 
surgeon saw the young man in a Rolls Royce in front 
of the biggest hotel in town. He went up to him and 
said: “I have something that belongs to you back in 
my laboratory.” The young man replied: “Keep it. 
I don’t need it. I’m in the chain store business.” 

Now let’s get back to the Atlantic City convention. 
Dr. Halstead said: “One of the remarkable features 
of the case of the man who was given the millionaire 
mentality by a brain operation was that his intelligence 
decreased constantly, as his success in business in- 
creased. He also developed an increasing lack of dis- 
crimination. He did develop, however, an outstanding 
physical trait—-an inability to become fatigued.” 

Believe it or not but that’s the precise language of 
the, famous neurologist in his speech before the Ameri- 
can Medical Association. May we put the emphasis on 
the line—“his inability to become fatigued.” On that 
one line he made a fortune. You’ve got to work like 
the dickens to make a dollar these days. Brain cun- 
ning is not as necessary as in the predatory age which 
ended in 1929. There are new rules to the game of 
business that will help every man who will work with 
his hands and his head and his capital so that he may 
make a profit for the energy developed by each. 

Now let’s get back to that line—“He also developed 
an increasing lack of discrimination.” We don’t want 
to develop in the shoe business, with or without a brain 
operation, any such thing as a lack of discrimination 
on the subject of values. 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


There is appearing in newspaper advertisements, 
everywhere, a resurgence of comparative price argu- 
ment. Some of the chains are saying: “$10.00 values 
for $5.00” and because they have had to publicize their 
increased prices, they want to imply to the public 
that they are giving twice the value at the new price. 
For that matter, some of the independents are just as 
careless in the use of superlatives. One of the adroit 
ways of putting it today is “Price $5.00 . . . Should 
have been $10.00.” 


There is a difference between $5.00 and $10.00 
shoes, make no mistake about it. The foot knows 
the difference. If it weren’t so, all shoes would 
be one price . . . the lowest. The shoe trade is 
doing such a superb job of giving the public 
values that it would seem a pity to have the old 
comparative price argument appear as an evi- 
dence of internal disorder at retail. The public 
is fully aware of the fact that it gets more value 
in a pair of shoes than in any other article of 
wearing apparel; just as it knows that in an auto- 
mobile it gets the most for the money. The in- 
tense competition has made it so in both indus- 
tries of locomotion. 


We are indeed fortunate in the shoe industry in hav- 
ing a well-disciplined and well-intentioned group of 
men in the chain store field. Other industries can tell 
you what terrible deeds prevail in the cut price chain 
tactics in drug store sundries and in food and clothing. 
In a way, it is a good thing for the shoe merchants 
to have shoe chain competition for it teaches that 
volume and value can be put together in an article 
so complicated in its styles and sizes. 

Also, it is a good thing for the chain to appreciate 
the fact that higher priced shoes are better shoes for 
if it were not so, there would be no sense of discrimina- 
tion and the battle would revert to “chain eat chain.” 

The retail shoe industry needs every bit of its brain 
power to compete with other industries for the public 
dollar for the more money spent in shoes, the better 
values possible and the better appreciation by the 
public of the service by the merchant. Successful in- 
dustries are those that harmonize their differences rather 
than wash their price linen in public. 
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No. 6967-1 No. 6413 : No. 6459 


NEW FALL STYLES FOR GROWING FEET 


FROM AMERICA’S MOST RELIABLE SOURCE FOR JUVENILE SHOES. 


Weather Bird shoes, for Fall point the way to a bigger and more profitable juvenile business. In this line 
you will find a wider variety of fast-selling patterns than in any other juvenile line in America. You will 
find also that no matter how snappy the pattern, the health factor and its importance in the care of 
growing feet has been uppermost in the minds of our designers and model cutters. Weather Bird lasts 
are selected and tested for fit with extreme care. Leathers are graded according to weights and selec- 
tions made from tremendous supplies so that proper grades and weights uniformly go into each factory 
run. Needless to say that Weather Birds are long-wearing shoes. @ Nationally known and promoted as 


they are, Weather Bird is one of the country’s most valuable shoe franchises. 


Seles sr. cours, missoum 


EVERY FOOT SHOULD BE FITTED CAREFULLY ¢ ABOVE ALL THE CHILD'S FOOT 
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WOMEN’S NOVELTY SHOES 
PAIRS |woml 3 | 3414 14%415 | 541 6 16A| 717418 1 8719 
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What Sizes Do 


Y OUR ability to find the correct answer to this ques- 
tion will determine to a great extent your ability to 
make a profit, since end sizes and extreme widths prob- 
ably cause greater losses than bad styles. Is it not also 
true that the lack of a size will lose a sale more quickly 
than the lack of a style? 

It seems more practical to discuss this question as 
related to women’s shoes, since it has been definitely 
established that the greatest merchandise hazards are 
found in this division of the shoe business. My experi- 
ence as a size buyer for a large shoe manufacturer and 
extensive research in the retail field have convinced me 
that it is impossible to merchandise shoes successfully 
without size control. This is true not only of the large 
stores and chains but also the small shoe stores. 

For years many small shoe store operators have la- 
bored under the comforting illusion that they could 
carry their entire stock in mind. They believe stock 





A TYPICAL STOCK (WOMEN’S SHOES) 
CONTROL SYSTEM 
Important: The use of two seasons’ sales as a guide will enable 
you to observe the size and width trend and therefore insure a 
more accurate estimate of your needs. 


They Want? 


In a Season of Changing Styles, Watch 
Your Stock Control Card 


by 
LEO F. CHAPMAN 


control is necessary only for large department and 
chain store organizations. It is true that the small shoe 
store operator knows a 7B is an active size, but does 
he know how active? He also knows that a 5AAA is 
a slow mover, but does he know how slow? 

It seems that many retailers have accepted the size 
hazard as a necessary evil. Their greatest efforts have 
been directed toward moving bad sizes at the least pos- 
sible loss, instead of adopting a plan that would pre- 
vent bad sizes. 

The public expects a greater range of sizes today 
than they did a few years ago. In 1925 we stocked 
women’s shoes in ninety (90) different sizes. Today 
we are carrying them in one hundred thirty-six (136) 
different sizes. This increase in sizes has multiplied the 

[TURN TO PAGE 48, PLEASE] 




































































ARCH TYPE SHOES _ |PAIRS | WIDTH| 3 |3*|4 |4*| 5 |5*| © |67/ 7 | 77] 8 [87/9 | 97/10 
SALES FALL 1935 /15 | AA b1/2/2/3/3]}2]; 041 
SALES FALL 1936 |14 | AA 2/3/3}/3/2/ 1] 1 
BUY FALLI937 | 15 | AA 2/3/3/3);2);1t)1 
SALES FALL 1935 |35 | A 11/3/S/6/6/S/5/2]/2]. 
SALES FALL 1936 |38 | A 1$}21/516/716/6]3|2 
BUY FALL (937 |35/] A eh2ts [61/6/6/5)/2]/2 
SALES FALL 1935 |68/] B 1151/7]1I010/11)/91/81/4]3 
SALES FALL 1936 |74]| B PL ETS ITO UM LIol9 | 514 
BUY FALL 1937 |69/] B 11/Si7 OULU LI |Bl4i 3 
SALES FALL 1935 |114] ¢ 114] 9] 12/15] 16)15 [13 [12/6] 6] 213 
SALES FALL 1936 /119 | ¢ 1 | 4] 101131 15115/16|14113/ 81/7) 1 [2 
BUY FALL 1937 [114] c 114/19 1i2[IS[]16]13 [12/7 /6] 1 | 2 
SALES FALL 1935 | 36| D 1; 1IS/4IS (51/5 1/4/4/ 2/2 
SALES FALL 1936 | 38| D 1}2/4/4/51515 |414/2/2 
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LUE ‘1 
Chesi Why Chago Coocoelils 





Demanded by style-conscious women are 
shoes that reflect smartness. They want 
the unusual and different effeets that 
are naturally achieved with Baby Congo 
Crocodile. Illustrated here, it is a perfect 
reproduction. The pattern is embossed 
methodically, enabling the stylist and 
cutter to produce varied effects and du- 
plicate them on several pairs. Even the 
finish, developed by Ohio's Technicians, 
closely imitates the genuine. Yet it’s 
Qhio’s Calf and Ohio’s Tannage. This 
alone is evidence of fine leather. Write 
for samples of Ohio’s Embossed Grains. 


Baby Congo Crocodile is illustrated here actual size. . .. The "Foot Saver" Shoe, Courtesy of The Julian & Kokenge Co., Columbus, Ohio 
. ¢ ? F Z Gy 
A COMPLETE SERVICE IN FINE CALF LEATHERS © THE OHIO LEATHER COMPANY © GIRARD, OHIO 


BY OHIO 


When writing advertisers please mention Boot and Shoe Recorder 




















COOL, COOL 
WHITE SHOES 


White shoes, cool as our air-washed 
street floor. Wonderfully refreshing 
after your browns, blacks and navies. 
And frequently the only touch 
needed to make a sombre spring 
dress look like a fresh summer one, 
Our collections are now at their peak. 
Come in tomorrow, 














of chic, new 
pastels. 


THIRD FLOOR—SAKS AT MTH 





Retail Advertising for 
Early Summer Reflects the 
Extraordinary Vogue of 
All-White Shoes and Com- 
binations in a Great Vari- 
ety of Seasonable Materials 
and Pattern Designs. 
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WHITES TAKE LEAD 
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IN THE 
JUNE PROMOTIONS 


EF anyone ever entertained the 
slightest doubt that the Summer of 
1937 would prove to be as pre- 
dominantly a white shoe season as 
the past several Summers have 
been, that doubt would have been 
quickly dispelled by _ glancing 
through the pages of almost any 
newspaper, anywhere, during the 
first week in June. Whites led 
easily over everything else, and 










CHARM AND YOUTH In 


Open Toes 











er 249 Fifth Avence 





never before has there been such 
an amazing multiplicity of patterns 
and materials. Kid, buck, patent, 
calf and pig among the leathers, 
linen probably first among the mul- 
titude of fabrics. Colored shoes 
came in for their share of early 
June advertising, of course, but a 
glance at the ad headlines in any 
newspaper or any city would cer- 
tainly convey the impression that 
whites, in the current jargon of the 
shoe trade, are literally “all over 
the place.” 

Circumstances and conditions 
combined this year, it seems, to 
give an early push to the white shoe 


business. Real, hot Summer weather 
arrived, in New York and the East, 
several weeks in advance of its 
customary first appearance. In fact, 
the end of May and the first of June 
ushered in the Summer selling sea- 
son with temperatures that were 
literally torrid, and the long Deco- 
ration Day week-end, with its op- 
portunity for travel and recreation, 
gave impetus to sales of the types 
of shoes most suitable for active 
and spectator sports, travel and 
leisure of all sorts. Naturally re- 
tailers made the most of their op- 
portunity by putting a lot of ad- 
vertising pressure behind those 
types of shoes. In this they acted 
wisely, for the shoe store or shoe 
department that can turn its white 
shoes into money_early in the sell- 
ing season enjoys a_ tremendous 
advantage when it comes time to 
take mid-Summer markdowns. 


And in this connection it seems 
| TURN TO PAGE 38, PLEASE] 






+ Ha Satch, Pook 


2 cane ane en 
~ 




















































; BOOT AND SHOE RECORDER, June 19, 


@ In the selection of her 
shoes — as in the choice of her 
clothes — she seeks the dis- 
tinctive quality that gives her 
absolute confidence in her ap- 


pearance. 


© She demands that ap- 
peal of smartness — neatness 
— smoothness — in the toes of 
her shoes which means — “Built 
with Celastic.”” 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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COL, CLARENCE 0. SHERRILL 


IN his statement at the Congressional hearing on the 
Black-Connery wage and hour bill, Colonel Clarence 
O. Sherrill, of the American Retail Federation, out- 
lined the position of his organization as follows: 

“I may say here for the benefit of the committee, 
that under our procedure, we do not express ourselves 
definitely for the bill and its provisions until we have 
canvassed our members and secured practical unanim- 
ity, so that I feel the views of this representative group 
of retailers, representing as it does the third largest 
industry in the United States would be helpful to your 
committee. 

“It is my opinion from the discussion that I have 
had with our trustees and directors since this bill was 
introduced, that the retailers all over the United States 
will in general favor the objectives of this bill in desir- 
ing to secure an increase of the standard of living, to 
eliminate substandard labor conditions, to eliminate 
child labor and other unfavorable working conditions, 
but as I have indicated a moment ago, we have not 
had time nor opportunity to receive from our mem- 
bership their views in reference to the particular pro- 
visions of this bill. 

“We wish you to know, however, that we do 
believe thoroughly in decent wages. We believe 
in reasonable hours of labor and just working 
conditions. 


WAGE And HOUR REGULATION 
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At RETAIL 


Col. Clarence O. Sherrill Challenges 
Black-Connery Bill if Interstate Control 
Opens Way to Interstate Chiseling. 


“I wish to call your particular attention to the great 
difference that exists in the problem confronting retail 
distribution as compared with that which confronts 
the productive industries. This difference is based 
upon the fact that with the improvement of machines, 
it is possible to tremendously increase the output of 
each individual. This is not the case in retail dis- 
tribution. We have just so many hands with which: to 
pass goods over the counter, and there is no device 
which has ever yet been found that will expedite this 
materially. 

“Moreover, there is another point that I wish 
to call your attention to, and that is that the 
public has a very large influence, in fact they 
are the controlling influence in‘ the hours that 
retail stores are kept open. We serve the public, 
we come in close contact with them, and we carry 
out so far as possible their desires in these 
matters. 

“As expressing the general philosophy of our organ- 
ization in reference to the matter of decreased hours 
in industry and in retailing, I wish to quote a state- 
ment made some time ago by the chairman of the 
board of the American Retail Federation, Mr. Louis 
E. Kirstein of the William Filene Sons Company of 
Boston. He was then referring to the 30-hour week 
bill which was actively before the Congress at that 
time: 

“Another case in point is the bill now in Congress 
calling for a 30-hour week. Now, while we do not 
pass an opinion on the effect of a thirty-hour week in 
industry, we do know that the introduction of a 30- 
hour week in retail stores would increase prices to 
consumers enormously, for it is important to visualize 
the difference between the processes of production and 
distribution. Many commodities, for instance, are 
turned out in factories by the tens of thousands through 
methods of mass production, but with very few excep- 
tions, these same commodities must be sold in stores 
one by one to individual customers through individual 
salesmen. We know, for example, that a certain shoe 
factory turns out 175,000 pairs of shoes a day through 
methods of mass production, but these same shoes are 
[TURN TO PAGE 47, PLEASE! 
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“* These WEELS NEVER 2c¢ SCUFFED o7 SHABBY.. . 
they're MUCH LIGHTER, too” 


NEW built-up heel effect in Scuffless ‘‘Pyraheel’’ 


Uniform finish... can’t check or crack 


OUR customers have long known and valued 

the scufflessness of heels covered with du Pont 

“Pyraheel” plastic heel coverings. Now at last you 

can give them scuffless “Pyraheel” in new built-up 
leather effects. 

These new coverings are exact photographic repro- 

ductions of the finest built-up leather heels. The sur- 


face is embossed, giving the feeling and texture of leather. 

With these new heel coverings, you can offer your 
customers a shoe that’s more comfortable because 
it’s much lighter. No more checking, cracking, split- 
ting. The finish is uniform—it lasts longer and heels 
match perfectly. Shoes stay new-looking because 
the heel is scuffless. 

Ask your shoe manufacturer to show you sam- 
ples, or drop us a line. We’ll gladly send samples 
and more complete information. 


BUILT-UP HEEL EFFECTS 
ype in SCUFFLESS “PYRAHEEL” 


866. v. 5. Pat. OFF. 
Bh DUPONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, INDUSTRIAL DIVISION, ARLINGTON, NEW JERSEY 
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U.S. Pat. No. 1,998,988 


PANTHER PANCO CO. 
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Elected Captain of 
Ancient and Honorable 


BosTton—Lieut. Col. Charles T. 
Cahill, publicity director of the United 

hoe Machinery Corp., of Boston, was 
elected captain of the Ancient and 
Honorable Artillery Company of Massa- 
chusetts for the coming year at a drum. 
head election held on Boston Comnion 





Lieut. Col. Charles T. Cahill 


cn Monday, June 7. The military or- 
ganization, which is the oldest in 
America, spent the day in parade, 
church services and wound up the 
activities with its annual banquet at 
the Copley-Plaza Hotel. 

At the banquet, Secretary of the 
Commonwealth Frederick W. Cook pre- 
sented the Ancients with a photostatic 
copy of the original charter of the com- 
pany, issued in 1688. Captain Cahill 
will take the charter to England when 
the company sails on June 29 for the 
400th anniversary of the parent con- 
pany, the Honorable Artillery Com- 
pany of London. 

Captain Cahill is a. native of Lowell, 
Mass., born Oct. 17, 1867, the son of 
Charles Sheridan Cahill and Caroline 
Sarah Tracy Cahill. He is a de 
scendant of John Alden of Plymouth 
and of Ensign Andrew Tracy of Staf- 
ford, Conn. His business career was 
started with the Lowell Courier-Citi- 
zen. In 1896 he became advertising 
manager of the leather concern, White 
Brothers Co., and four years later 
joined the staff of the United Shoe 
Machinery Corp., serving in the same 
capacity. Some: time later he was ap- 









[TURN ‘TO PAGE 47, PLEASE] 
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Van Buren Store 
in Modern Setting 

DerroiTr, MicoH.—The growing trend 
toward better class neighborhood stores 


in this territory has been strikingly ex- |. 


emplified in the success of the new 
store opened a few weeks ago in the 
Calvin Theater Building, Dearborn, 
westside Detroit suburb, by Frank Van 
Buren, under the name of Van Buren 
Shoes. Mr. Van Buren was for several 
years manager of the shoe department 
at William Demery and Company, De- 
troit’s largest uptown department store. 

This is the only store in Dearborn 
with a population of over 50,000 strictly 
specializing in high-quality shoes. The 
_result has been the immediate response 
of the better-class patronage in the 
territory. 

An unusually attractive small neigh- 
borhood store has been laid out, some- 
thing absolutely unique, but at com- 
paratively small structural cost, by 
careful designing. The front of the 
store is modern in design without being 
too strikingly so. A welcome relief 
from the usual run of chrome and black 
is given by the use of dark mottled 
green terra-cotta as the base for the 
front. 

The window is in natural yellow pine 
finish with three paneled sections at 
the back closing the view half way. 

The interior has been finished in a 
structural material similar to beaver- 
board, at low cost, but with maximum 
effect. It is light, brownish-grey and is 
made striking by three bands of gold, 
about three-quarters of an inch thick 
at eight-inch distances, at about eye- 
level. These are broken in the center 
of each wall by five vertical stripes of 
gold at twenty-inch intervals, altogether 
giving a luxurious appearance to the 
store. 

Concealed stock is used, with a center 
entrance at the rear to the stockroom, 
matching the center entrance at the 
front of the store. A small display case 
at the front greets every customer, and 
occasional type matching dark red 
leather chairs are used. 

At the back, each side of the stock- 
room entrance, is a well-lighted, two-by- 
four-foot shadow stage, emphasizing the 
featured shoes. Overhead, on a white 
stage in solid cutout black lettering are 
the departmental signs—“Shoes for 
Men,” and “Shoes for Women.” 


Detroit Exhibitors 
Take More Space 


Detroit, Micu.—Detroit Shoe Ex- 
hibitors, who have been holding weekly 
shoe exhibits every Monday at the 
Hotel Statler, are now rooms 
on both the thirteenth and fourteenth 


_A large volume of upstate trade is 
being built by the group with increas- 
ing representation of the shoe retailers 
from all parts of Michigan in Detroit 
every Monday. Local retailers, it need 
hot be repeated, are regular customers. 


ny 
we 








“HIS FEET JUST FOUND OUT ABOUT 
STEP-ELATORS— Did Le cy ‘em from you?” 


Put enough men on their feet in 
easy riding Pedwin Step-Elators 
— give those feet that smart, 
sleek Pedwin style — and say, 
you'll have a profit nest egg you 
can build on from now on. 

Step-Elators have a way of win- 
ning foot friendship that lasts a 
lifetime—yes, and perfect foot 


gedve, 


-ELATOR- 


THEY WIN YOUR FEET 
A HAPPY LANDING IN EVERY STEP 





Let the United Man 
tell you the complete 
Story of how the ex- 
clusive Step-Elator 
Franchise allows a 
liberal co-operative 
advertising plan. 


UNITED SHOE 


MFG. 


comfort that gets talked about 
too. All you have to do is show 
these famous features—slip ’em 
on the customer’s feet — and 
Step-Elators will do the selling 
every time a new pair is needed. 
When his feet find out about 
Step-Elators — Be sure it’s in 
your-store. 


Stocked In a Wide Range of Styles— 
AAA to EEE—5's to 14's 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
IHEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. - 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Wiseonsin Retailers to Launeh 


Educational 


To Seek Assistance of University of Wisconsin 


Program for 


Extension Division in Important Project to 


Promote Better Fitting and Selling—Successful 


Salespeople 


MILWAUKEE, Wis.—Recognizing the desirability of 
an educational program to assist shoe retailers in the 
proper fitting of shoes and training of salespeople, the 
Wisconsin Shoe Retailers Association, at the closing 
session of its twenty-fourth annual convention, held 
June 13, 14 and 15, at Hotel Plankinton, Milwaukee, 
appointed a committee consisting of Arthur L. Huegel 
and Joseph I. Hyland, both of Madison, and Sidney 
Weber, Janesville, newly elected president, to confer 
with the University of Wisconsin Extension Division 
and seek its assistance in promoting such a program 
throughout Wisconsin. . 

The convention, opening day of which was given 
over to registration and inspection of the 54 lines of 
shoes displayed by manufacturers, was so successful 
that it was voted to hold the 1938 gathering again in 
Milwaukee. The meeting was marked by an outstanding 
educational program. The first speaker Monday after- 
noon was Dr. Chester C. Schneider, Milwaukee bone 
and joint surgeon, who described various surgical 
methods of correcting structural foot defects, includ- 
ing bunions, splay foot and flat feet. Dr. Schneider 
pointed out that functional foot defects can probably 
be corrected by wearing a properly fitted shoe, but 
that structural defects can perhaps best be corrected 
by surgery. 

“In your business you are often asked for informa- 
tion concerning the best means of ‘correcting various 
foot ailments and you should be informed so as to be 
able to give your customers the best advice,” Dr. 
Schneider said. Following the address, Stephen J. 
Brouwer, of Milwaukee, who served as chairman of the 
Educational Sessions, urged the dealers to send com- 
plaining customers to good doctors rather than attempt 
a patchwork job on their shoes. 

Differences between chrome and. vegetable tanned 
leathers and a tour through tannery operations via 
stereopticon slides, were features of a talk by Dr. John 
Arthur Wilson, Sc. D., president of John Arthur Wil- 
son, Inc., Milwaukee, the final speaker on the Monday 
program. Dr. Wilson explained that the chief func- 
tion of the skin is to act as a thermostat to insure an 
even body temperature for the proper functioning of 


Convention Held in Milwaukee 





NEW OFFICERS ELECTED 


Sidney Weber, Janesville President 
J. F. Wetzel, Milwaukee.....__ .__. Vice-President 
Milton Boucher, Manitowoc, Secretary-Treasurer 
New Directors: J. K. Peterson, Madison; Ray Mor- 
den, Milwaukee; Herbert C. Bartman, Stevens 
Point. 





the organs and explained cross section views of various 
animal skins. In the line of new leathers, Dr. Wilson 
exhibited a sample of pure white leather tanned with 
phosphates in a new process which can be completed 
in from six to seven hours. Dr. Wilson explained that 
the leather is now in production and shoes are also 
being made from it. Its value, he declared, lies in the 
fact that it produces a pure white leather and in the 
speed with which it can be accomplished. 

L. L. Imig, president of the Wisconsin Shoe Travelers. 
Association, and W. J. Muckle, president of the Mil- 
waukee Shoe Retailers Association, spoke briefly, after 
which committee appointments were made as follows:: 
Resolutions—William Schlaefer, Wausau; Sidney 
Weber, Janesville; S. J. Brouwer, Milwaukee; Clar- 
ence Newall, Waukesha. Nominating—John Geisinger, 
Charles M. Roussy, both of Milwaukee; C. P. Murk- 
land, Beloit; Maurice Fitzsimmons, Fond du Lac; Wil- 
liam F, Gleue, Wisconsin Rapids. 

Monday evening’s banquet was addressed by Dr. 
L. P. Ramsdell, D. O., Laporte, Ind., who illustrated 
it was his tin lady designed to show every joint in the 
body and explained the effects of different heel heights 
on body and nerves, and B. C. Bowen, vice-president of 
Boot aND SHOE RECORDER, who presented a paper by 
Arthur D. Anderson, editor of this publication. Shoe 
work is interdependent on chiropody since from 40 to 
60 per cent of such patients are prescribed shoes, Dr. 
H. A. Larsen, D. S. C., Milwaukee, explained in his 
talk on various foot ailments and their correction in 
opening the Tuesday afternoon session. William T. 
Darling, superintendent of the Wauwatosa Public 

[TURN TO PAGE 51, PLEASE], 
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Whites Take Lead in June Promotions 


[CONTINUED FROM PAGE 30] 


appropriate to repeat the suggestion 
the RECORDER has repeatedly made that 
retailers refrain from slashing prices 
on white shoes in the early part of the 
Summer season, and thereby under- 
going a needless sacrifice of profits. 
That there is need of such advice seems 
apparent from the fact that occasional 
“white sales” have been noted even 
this early in the Summer. They were 
advertised mostly by department stores, 
in which “sales” of anything and 
everything form a definite part of pro- 
motional policy. For the average shoe 
store to adopt a similar policy and 
sacrifice its whites at the peak of the 
vacation season would be little short 
of tragic. Fortunately, conditions this 
season offer little excuse for this sort 
of premature price slashing, and there 
is every reason to hope and to antici- 
pate that the situation will be kept 
within reasonable control. 


Eye Appeal in Advertising 


Summer shoe advertising this season 
is unusually attractive from the stand- 
point of eye appeal. Ads are profusely 
illustrated with shoes, and one of the 
clever tricks is showing the white 
shoes against a Ben Day background, 
which gives a contrast between the 
gray and white that is remarkably 
effective. Color is making its influence 
felt more and more. Fowler, Dick & 
Walker of Wilkes-Barre had a four- 
column ad the full depth of the news- 
paper page in which black, blue and 
red were used in shoe illustrations. 
“Color dominant in Summer Footwear” 
said the caption of this ad. “Fashion 
dips her brush in rich, vibrant colors 
to give gayety to this Summer’s foot- 
wear. Sketched here are six distinc- 
tive favorites from our popular shoe 
shop ... smart and eye-catching de- 
signs for town and Country Club wear 
for moonlight dancing . . . four-star 
fashions in glorious Pageantry and 
Peasant colorings to contrast with your 
sheer frocks or white suits. Try on a 
pair and see the flattering effect!” 


Color in Newspaper Ads 


Marrott’s, in Indianapolis, is another 
store that has been using color very 
effectively. And this store has been 
doing some very extensive advertising 
of late, using a series of full-page 
newspaper ads to feature Summer 
shoes. In fact, most stores are very 
generous in the amount of space they 
are devoting to this Summer’s shoe 
promotion. Copy, naturally, reflects 


the interests and activities of Summer, 
as well as the appeal of Summer styles. 
Here are some examples we clipped 
from ads that came to our desk: 
“Half the fun of having feet is white 
shoes—cool, white, daisy-fresh-looking 


white shoes—either all white or with 
contrasting leathers—nothing smarter 
for these going-places days than the 
new I. Miller white shoes—every con- 
ceivably authentic type for every Sum- 
mer occasion.”—I. Miller, Los Angeles. 

“On the White Side of Fashion! The 
white side is the right side for the 
smartest footwear fashions under 
Summer’s sun! Choose pure, dazzling 
all-whites—or two-tones whose gleam- 
ing whiteness is set off by dark con- 
trasts! Lots of open, airy cut-outs for 
a chic Decoration Day week-end and 
after! Straps high around your ankles; 
high throats; but cut-out toes... . 
Oxfords, straps, sandals—choose for 
every occasion!”——Bendheim’s Wilming- 
ton, Del. 

“Paragon shoes—very, very young. 
White mesh and kid is one of the new- 
est combinations to take youth by 
storm. And young things like such 
wide open spaces that there’s hardly 
anything left but heels and toes. See 
all the latest raves in the Paragon 
Shop.”—Block’s, Indianapolis. 

“Aztec colors. Temple blue—desert 
yellow—area red and pepper green! 
These are the colors that stain Fyfe’s 
newest sandals. wear them as the bril- 
liant echo of a colorful hat—or match 
the background of your new ‘print.’ ”— 
R. H. Fyfe & Co., Detroit. 


What the Ad Writers Say 


“Whatever your holiday sojourn 
calls for, .in sports shoes, Trail- 
Treaders will provide it for you more 
smartly and comfortably . .. more eco- 
nomically, than any other $5 shoes 
you'll see. Trail-Treader shoes are mak- 
history in the foot-fashion world... 
and the reason for that is plainly to 
be seen. Here is shoe quality that has 
no equal at its price. Genuine white 
buckskins (which are something to talk 
about, this season, at $5) the very 
popular doeskins, white Shu-bucks, 
combination styles trimmed with some 
of the finest calfskin leathers avail- 
able. But the backbone of Trail- 
Treader’s superiority lies in the inner- 
construction that contributes so much 
to their shape-holding qualities and 
comfort-fitting designs.— National 
Clothing Company, Rochester, N. Y. 

“Hassel’s . . . Chicago’s Style Leader. 
A sensational new sport shoe style. 
Black Patent and White Nu-buck ... 
$3.55. Here’s a style that stems right 
from a leading custom bootmaker; Has- 
sel’s is first to present it in regular 
stock sizes. It’s different but not dar- 
ing; it introduces the contrast of gleam- 
ing black patent leather and velvety 
white Nu-buck (prime calfskin. And 
it’s practical!—the easiest of all sport 
shoe combinations to keep clean. We've 
faithfully reproduced the same British 


[TURN TO PAGE 44, PLEASE] 






Shoes Are Sold 
“On the Floor’’ 


[CONTINUED FROM PAGE 25] 


A special feature of Morse’s Store is 
the children’s department. As the ac- 
companying photograph indicates, lino- 
leum and linosets were again used to 
create a striking floor for this depart- 
ment. The main field of the floor is 
of tan and each of the figured linosets 
are white (with the exception of the 
Scottie which is black), set in a back- 
ground of dark gray, ruby, Oriental 
blue, jade, orange, eggplant, yellow, 
terra cotta and cadet blue. 

Many trade marks lend themselves 
to similar reproduction in floors and 
are used effectively by some chain 
stores in the floor at the front of the 
store. 

“A good floor should not only be effec- 
tive and distinctive from the visual 
point of view, but also physically com- 
fortable. It is springy and cushioning 
to the step and quiet underfoot, thus 
eliminating much of the noise that dis- 
turbs customers and employees. Noise 
is not only unpleasant, but it also de- 
tracts from efficiency. 

From Rockefeller Center to the cross- 
roads grocery, stylish, colorful floors 
have proved their ability to speed up 
sales—to make merchandise move 
faster. Banks, shoe stores, grocery 
stores, department stores, offices, and 
restaurants have found that dressing 
up draws the public parade their way. 





Dramatize Summer Selling 
[CONTINUED FROM PAGE 19] 


transient cash trade willing to pay good 
prices for novelties when they see them 
displayed in our windows. And we do 
have wonderful windows. 

“Our most popular price is about 
$8.95, I’d say. That’s higher than it 
used to be. We’re trading up, here and 
all over the store. People are coming 
in with cheaper shoes on and buying 
better.ones. We have a nice business 
right now. This is a much more color- 
ful season than we’ve had before. But 
it’s funny. People aren’t buying ‘color 
to match things. They’re buying color 
just because they like the color. 

“We're selling a lot of multicolor 
stuff and bright prints, especially here 
in our new Sandal shop. 





New Shoe Store 


For Hot Springs 


Hor Sprines, ARK.—Sidney’s Boot- 
ery, which will feature ladies’ footwear, 
was formally opened at 742 Central 
Ave., on May 20. A complete stock of 
the latest fashions and styles will be 
carried. The store is decorated in 
ultra-modern style and the building has 
been remodeled inside and out. The 
new firm is operated by Sidney Cohen, 
well known business man of this city. 
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Iowa Travelers’ Show Big Success ; 





Fall Buying Heavy at Des Moines Showing—Suedes Lead 
as Fall Material with Black the Preferred Color 


Des MOINES, Iowa—Marked by ex- 
cellent attendance and a large amount 
of order taking, the first annual mid- 
year shoe show held by the Iowa Na-: 
tional Shoe Travelers’ Association in 
Des Moines for three days last week, 
beginning June 6, was conceded by 
everyone attending to be a most suc- 
cessful show for both merchants and 
salesmen. 

F. W. Samson, president of the 
association, said, “Road conditions and 
ideal June weather were favorable for 
driving into Des Moines. Retailers 
and buyers came in, went about their 
business of buying, and were able to 
drive home on Sunday and return in 
many cases on Monday for additional 
purchases or to attend the banquet held 
on Monday evening. Heavier buying 
than at previous Winter showings, as 
well as some fill-in purchases, was re- 
ported from all quarters.” 

The mid-year show was an innova- 
tion in the program of the Iowa Na- 
tiohalShoe Travelers’ Association this 
year. Originally planned for next year, 
it was decided several months ago by 
the association to try the three-day 
showing of Fall merchandise this June. 
Under the direction of Mr. Samson, 
president, and J. E. Wm. Prescott, 
secretary-treasurer, plans were speeded 
up so that the opening of the show 
found more than 87 nationally adver- 
tised shoe firms participating in the 
showing at the Fort Des Moines Hotel. 
No meetings or business sessions were 
scheduled, other than the banquet and 
dance, where the dealers were the 
guests of the association, nor were there 
any registration fees required for the 
dealers. 

More than 450 shoe store owners and 
buyers attended the show, coming from 
all points in Iowa, and also from Mis- 
souri, Minnesota and other adjoining 
states. 

In the selling of the women’s shoes, 
alesmen reported suedes and fabrics 





DATES TO REMEMBER 


Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette, 
Hotel Peoria, IIl...June 20, 21, 22, 1937 


National Leather and Shoe Finders 
Association Annual Convention, 
Southern Hotel, Baltimore, Md. 

June 21, 22, 23, 24, 1937 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill... June 28, 29, 1937 


Boot and Shoe Travelers’ Association 
of New York Annual Summer Out- 
ing and Golf Tournament, Karat- 
sony’s, Glenwood Landing, L. I., 
. July 15, 1937 


Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
William Penn Hotel, Pittsburgh, 
ENS dae ca dlusiecs July 18, 19, 20, 1937 


New York State Shoe Retailers Asso- 
ciation 19th Annual Convention, 
Hotel Ten Eyck, Albany, N. Y. 

Oct. 3, 4, 5, 1937 


National Shoe Fair, Hotel Stevens, 
Chicago, Ill. ......... Jan. 3, 4, 5, 6, 1938 





selling best, with suedes taking a 60 to 
40 lead. Blacks were by far the most 
popular color, followed by brown, green, 
burgundy, carnelian and Red Earth. 
Wallis Blue, between the medium and 
pastel shades, stepped into the limelight 
as a featured color for Fall. 

The high-front shoe of this Spring 
in various new treatments from ties 
to step-ins, were included as part of 
every Fall line and resplendent effects 
of punched designs, scrolls and flares 
were frequent. 

In addition to the banquet and dance, 
the entertainment committee, under the 
direction of O. R. Blechinger and Carl 
P. Ortlund, both of Des Moines, held a 
picnic for the women guests at River- 
view Park. 


\ 


C. F. Englin of Stillwater, Minn., 
was toastmaster at the banquet which 
was held on Monday evening. 


Leonard Friedman Elected 
Shoe Club President 


NEw York — Leonard Friedman, 
president of B. Friedman & Sons, was 
elected president of the Shoe Club of 
New York for the forthcoming year, 
replacing Samuel G. Staff, president of 
Julius Grossman Shoes, at a recent 
meeting of the board of directors at the 
Hotel McAlpin, the Shoe Club head- 
quarters. 

William Monsees of the Julian & 
Kokenge Company, and Barney Fox of 
the Fox Shoe Company, were re-elected 
secretary and treasurer, respectively. 
Arthur Schwibner of the Arrow Shoe 
Company was elected sergeant-at-arms. 

Mr. Friedman plans to broaden the 
scope of the club’s activities so as to 
provide a haven for shoe men through- 
out the country while visiting in New 
York City. 

“The welfare board which has been 
of such great aid to indigent shoe men, 
one of the prime motives of the club, 
will have its activities enlarged,” de- 
clared Mr. Friedman. 


C. A. Parr Heads 
Indianapolis Retailers 


INDIANAPOLIS, IND.—Carl A. Parr, 
Hanover Shoe Shop manager, was 
elected president of the Indianapolis 
Retail Shoe Men’s Association at a 
recent dinner meeting in Hotel Wash- 
ington. 

Other officers elected were Frank T. 
North, advertising and publicity man- 
ager of Marott’s Shoe Shop, vice- 
president; Irwin F. Heidenreich, man- 
ager of Heid’s Shoe Store, secretary, 
and Thomas A. Bailey, manager of the 
Walk-Over Shoe Store, treasurer. 

Committees will be named by the 
president at the next regular monthly 
meeting. 
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Jacobson Bros. Hold 
Annual Outing 


New York—Taking advantage of 
the premature Summer weather, the 
Jacobson Bros. Employees’ Association 
held their annual picnic at Spring 
Valley, N. Y., on Sunday, June 6. The 
grounds and facilities of Lakeside 
Manor were put at the disposal of the 
150 persons who attended—including 
members of the Association, their 
guests and families. 

The group met at 9:15 A. M., and 
went in buses to Spring Valley, where 
they spent the morning indulging in 
baseball, handball, boating and swim- 
ming. The time passed so quickly that 
when dinner was announced at 1 P. M. 
many were reluctant to leave their 
respective sports. However, a hearty 
and delicious meal was enjoyed by all. 
An unexpected thunder-shower in the 
afternoon failed to dampen the spirits 
of the merry-makers. Instead, indoor 
sports such as pingpong, cards, and 
checkers became the order of the day. 

In the evening, supper was served, at 
which time talks were given by Robert 
Jacobson, Benjamin Jacobson and 
others. Then followed entertainment, 
which was provided by several talented 
employees and the Jacobson Bros. Em- 
ployees’ Association Glee Club. 

Many thanks for the success of the 
affair are due the Entertainment Com- 
mittee, headed by S. Jacobson and also 
the officers of the Association: A. 
Green, president; S. Jacobson, vice- 
president; Mr. Hillman, treasurer; and 
S. Smith, secretary. 

A tired but happy crowd left the 
country for New York that night, their 
minds filled with pleasant thoughts of 
a day that will long be remembered. 





Venetian Boot Shop Moved 


MiaMI, Fita—The Venetian Boot 
Shop, located for many years in the 
Venetian Arcade, was forced to move 
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G. W. Noland General Shoe Vice-President 










Nashville, Tenn.—George W. Noland, for the past several years sales manager 
of the Richland and Davidson Shoe Companies of the General Shoe Corporation, 
has been elected vice-president in charge of the service department of the organi- 
zation, according to an official announcement from the corporation. 

An aviation enthusiast who believed the sales theory that the first man there 
had a distinct advantage over his competitors, Mr. Noland often piloted his own 
plane on his frequent business trips, making several transc tinental flights to 
contact business connections on the west coast. He holds both military and civil 


pilot’s licenses. 





A. native Tennesseean, Mr. Noland received his education at Branham and 
Hughes Military Academy and the University of Tennessee. 





because the Kress Company is remodel- 
ing the arcade and will make it over 
into a storeroom. The shop is now lo- 
cated at 35 N. Miami Avenue. In this 
shop the white, toeless-sandal type shoe 
is leading all other models, not only 
in the Miami store, but in the others 
which they operate in St. Petersburg 
and Fort Lauderdale. Blue is also close 
to the top in volume. Multicolors, par- 
ticularly in prints, have been and are, 
active. 


Specialize in X-Ray Fitting 
SEATTLE, WASH.—Stressing its spe- 
cial shoe fitting service, Poll Brothers, 
operating the Emporium at 1415 Third 
Avenue, make a specialty of X-raying 
feet, and also of having on their staff 
expert foot-fitters who are graduates 
of the American School of Practipedics. 
Both these facts and factors in their 
shoe success are highlighted through 
the Third Avene window of the store. 





CUT SOLES and SOLE LE 


ENGLAND WALTON DIVISION ¥ A. C. LAWRENCE LEATHER CO - BOSTON 
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Shoe from Premier 


— Deosskin 


For early autumn days, when women are seeking a 
change of costume that is neither summer-light, nor 
winter-dark, Patou sponsors sheer pastel woolen 
jacket frocks. To accompany them, Allied Kid Com- 
pany recommends doeskin shoes in ombre tones. Five 
gradations are now available at Standard Division: — 


Ombre Browns 
924—927—9 | 3—922—9 16 


Ombre Blue 
936—980—938 


Ombre Wine 
956—955—937 


Ombre Green 
970—968—966 


Ombre Greys to Black 
Black—978—973—967 


SEaiNARE BID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 












Riding Boots 


~~ 


Obituaries 
Murray C. French Dead 


DENVER, CoLo.—Death came, as it 
must to al) men, for Murray C. French, 
Sunday,, June 6th. He had battled 
valiantly for years against tubercu- 
losis. He died at the Craig Colony, 
Edgewater, Colorado. 
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Women's Shoes 





KUSH-IN-EZE 
HAND TURNED 
cei poms 








VAUGHAN TOWLE CO. 
A division of L, B. Evans’ Son Co. 
WAKEFIELD 








Louis Cohn 


KeNosHA, Wis.— Louis Cohn, 76, 
founder of the Cohn shoe store here, 
died June 8 at the home of his daugh- 
ter in Chicago. Born in Poland, Mr. 
Cohn came to Braidwood, IIl., where he 
opened his first shoe shop in 1895. In 
1905 his family moved to Waukegan, 
Ill., where he established the Cohn Shoe 
store, and five years later he opened 
his Kenosha store. A third store, the 
Seymour Shoe Co., was established 
later in Racine, Wis. 

Mr. Cohn retired from active busi- 
ness in 1926, turning the stores over to 
his sons. Survivors include three sons, 
Edward I., Waukegan; Ben E., Ken- 
osha, and Harry E., Waukegan. Three 
daughters also survive him. 









































MURRAY C. FRENCH 


Born September 14, 1886, Mr. French 
spent his childhood in Knoxville, Ten- 
nessee—where his illustrious grand- 
father founded the first colored college. 
He finished his high school education 
in Omaha and attended the University 
of Nebraska at Lincoln. He entered 
the shoe business and was later buyer 
and department manager at Miller & 
Paine shoe department, Lincoln, which 
position he held until his health broke 
in 1920. 

The editor of the RECORDER, called to 
serve as judge in an essay contest on 
kid leather, first knew Murray French 
when he won the contest with such a 
superb paper that later he was added 
to the contributing staff of this pub- 
lication. Scarcely a month has gone 
by in all these years when some prac- 
tical contribution to the art of shoe 
retailing has not appeared in the 
RECORER with his by-line. 

After going to Colorado in 1923, he 
was employed by the Fontius Shoe 
Company as comptroller. He continued 
in that connection, off and on, until his 
death, and his friendships in that store 
were precious. 

He was a very talented musician, 
being able to play almost any instru- 
ment. As an accomplished singer, in 
his early life, he sang in church choirs 
and was always proud of the fact that 
he sang in the choir of a Jewish syna- 
gogue. 

As author, he took great pride and 
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LITTLE SHOES FOR 
YOUNG WALKERS 


Youngsters who have outgrown 
the shoes of babyhood, constitute 
the only replacement for those 
juvenile department customers who 
qraceste | daily into adult sizes. 
Attract these new customers by 


offering Flexible Hard Soles (2-8) 


carrying the name and Trade Mark 
so familiar to millions of mothers. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


FLEXIBLE HARD SOLES 








patience in authenticating his stories, 
building up a friendship with merchants 
all over the country, who wrote him 
for advice and counsel and exchanged 
with him the practical experience of the 
trade. He also had a talent for light 
verse and many a greeting card carried 
his copy. 

Not content with being an invalid 
and spectator in the activities of the 
trade he loved so well, he prepared re- 
searches and reports; and perhaps the 
finest study of its kind was the Retail 
Shoe Store Operations booklet for the 
year 1932, compiled by him for the Na- 
tional Shoe Retailers Association. 

In 1932 he invented and compiled the 
Profit Flasher, which is widely in 
use by retailers and manufacturers 
throughout the country today. This 
little business will be carried on by his 
wife, Mrs. Alma French. 

He is survived by his widow and a 
very talented daughter, who has made 
a place on the stage. 

We, on the RECORDER, and his count- 
less friends throughout the industry, 
will miss his good counsel, his copy, and 
his courage. 





Taylor Opens New Branch 


Warsaw, Inp.— The Taylor Chain 
Shoe Stores, with headquarters in 
Kendalville, Ind., has opened a branch 
store here. 


SHOE RECORDER, June 19, 1937 













BOOT AND SHOE RECORDER, June 19, 


1937 





tive display. 





THERE IS NO SUBSTITUTE FOR 


alr _Torms 


OROTECTED BY AnsniC S OCS JAnd fORSIGN PATENT 


Ankle-Hi Fairy Forms are also available with 


moulded toes and rose-tinted toe nails. A 
dramatic shoe form for an unusually attrac- 


“ANKLE-HI FAIRY FORMS 


No other shoe form can do as complete a 
job as these Ankle-Hi Fairy Forms. No other 
shoe form can give so graceful a line to your 
displayed shoes. And with open toe and 
heel models so popular this season, you ab- 
solutely need these practical forms. 


Ankle-Hi Fairy Forms have a delicate flesh 
color and a serviceable height that will give 
your shoes better display. Available in stand- 
ard and extra high models for high, me- 
dium and low heel shoes. Either open or 
closed tops. All with the all-fitting toe shape. 
Write today for prices. 


SHOE FORM CO., Inc. 


AUBURN, N. Y. 


For full information telephone the nearest branch office of 
United Shoe Machinery Corp. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 


Paris 
France 


Frankfort 
Germany 
Mexico City, Mexico 


Northampton 


England 
Melbourne, Australia 











Whites Picking Up Following 
Backward Season 


Fort WayYNe, Inp.—Following the 
cessation of prolonged periods of rain 
and chilly weather, the volume of 
women’s white shoes and men’s white 
oxfords has taken a sharp leap for- 
ward, according to William Deutsch, 
manager of the Schiff Company, op- 
erators of the Grand Leader Depart- 
ment Store shoe departments in this 
city. He reports volume goods at about 
the same level as last year. 

The Memorial holidays, bringing the 
first touch of hot weather, caused shoe 
sales to jump “tremendously,” in the 
words of Mr. Deutsch, although up to 
this date sales were 75 per cent of last 
year, in spite of the backward weather. 

Sandal types lead all other models, 
Mr. Deutsch said, demand predominat- 
ing in the T-straps and slashed vamp 
styles, with no particular choice as to 
height or type of heel noticeable. Ox- 
ford types are very slow this season, 
although selling freely as compared 
with the total sales volume. 


Rueping Employees Get 
Wage Increase 


Fonp pu Lac, Wis.—Effective June 
1,employees of the Fred Rueping Leath- 
er Co. have received a 10 per cent 


O’Donnell Float at Humboldt Celebration 


Humboldt, Tenn.—This beautiful float was the O’Donnell Shoe Company’s 
Ly puma to the Fourth Annual Strawberry Festival parade, held recently in 
this city. 

This annual affair was brought to national attention this year by radio hook-ups 
and by newsreel cameramen. The parade in which the above O’Donnell float took 
Part, was five miles in length and was reviewed by the Governor of the state. Each 
float depicted one of the various industries and civic organizations of the city. 





wage increase and have been given tion, ali employees with the firm three 
Saturday afternoons off during June, years on next Oct. 1, will receive a 
July, August and September. In addi- week’s vacation with pay. 
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“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 











Children's Shoes 
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NAHM-O-PEDIC 
Child’s and Misses’ 
Welts 
Finest Quality 
Write fer Information 
WAHM BROTHERS SHOE 
MFG. CO., 
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Whites Take Lead. 


[CONTINUED FROM PAGE 38] 


last; we’re maintained the all-leather 
quality (incidentally, Hassel’s are the 
only shoes regularly selling at $3.55 
that are solid leather throughout.) 
This is just one of 37 different sport 
shoes styles you can get at Hassel’s— 
each worthy of being the leader in the 
smartest array of $5 shoes that ever 
came down the pike—each only $3.55, 
thanks to Hassel’s foresight in plac- 
ing orders before labor and leather 
jumped 25 per cent. You'll find it 
easier to beat increased living costs at 
Hassel’s.”—Hassel’s, Chicago. 

And so on, for one could find in- 
numerable other shoe copy paragraphs, 
equally pertinent and pointed. But the 
above will suffice to give a fair impres- 
sion of the current trend. 





Praises Small 
Mannfacturers Abroad 


CAMBRIDGE, Mass.—The small manu- 
facturer, with little equipment and 
capital, turning out a wide variety of 
products and doing a beautiful job of 
it, is one of the most impresSive fig- 
ures in Europe today, according to 
John Lunn, executive assistant to Brad- 
ley Dewey, president of the Dewey and 
Almy Chemical Company, who has just 


— 


BOOT ‘AND 






returned from a four-months’ trip to 
‘Europe, in which he visited industrial 
plants in England, France, Germany, 
Austria, Hungary, Czechoslovakia, Bel- 
gium, Hollarid and the Scandanavian 
countries, saw the factories in opera- 
tion, and discussed operating and mar- 
keting problems with superintendents 
and managers. 

The whole trend of modern Europe, 
Mr. Lunn points out, is for each coun- 
try to strive to become self-sufficient 
and manufacture within. its own bor- 
ders the products which it needs. This 
means that, in the smaller countries 
especially, large-scale production is con- 
fronted with a lack of markets result- 
ing from falling exports, and, in 
consequence, manufacturers are turn- 
ing away from the American ideal of 
specialization and are manufacturing 
in one plant a wide range of articles 
to meet the needs of their own country 
for articles no longer being imported. 

Many of these plants are working on 
small capital, hampered by the lack of 
automatic machinery, which they can- 
not buy because of the limitations of 
foreign exchange. These plants have 
designed and built their own machines 
to meet conditions imposed by economic 
forces. And solely by the ability, per- 
severence, and patriotic devotion of 


-their management and labor, they are 


succeeding in producing goods of high 
quality and utility to meet the demands 
of their national development. 

Many of these manufacturers would, 
doubtless, welcome the opportunity to 
take advantage of high-speed machin- 
ery, Mr. Lunn admits, yet they are, 
nevertheless, displaying a high sense 
of craftsmanship and a pioneering 
spirit in overcoming difficulties that 
are enabling them to accomplish in- 
dustrial miracles with the equipment 
at their command. 





Philadelphia Travelers Hold 
Luncheon Meeting 


PHILADELPHIA, Pa.— The Philadel- 
phia Shoe Travelers Association held 
their final meeting of the Spring and 
Summer season at an informal lunch- 
eon at the Hotel Adelphia, recently. 

I. Frank Oberfield was chosen to 
represent the association and meet with 
the general committee in charge of the 
style show of the Middle Atlantic Shoe 
Retailers Association. The new size 
system as outlined in the Boot AND 
SHOE RECORDER of May 22, was dis- 


- eussed and the association went on 


record as approving this new system. 

Legislation, dealing with the impor- 
tation of foreign footwear was also 
thoroughly discussed at this meeting 
and the work of the National Shoe 
Manufacturers Association in this field 
was approved unanimously. 





Chicago Travelers Put 
National Ticket in Field 


Cuicaco.—Although the next conven- 
tion of the National Shoe Travelers As- 
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YOU'LL NEVER BE 
STYMIED 
if you specify 


#7 


because good sportsmen prefer a 

gree sports - eytimdeaataes if 
is economical. 

RUFFIT is eminently popular be- 

cause it is aniline dyed with 

ough color re a fine 

nap and feel—available in 20 

authentic colors as well as 

and is economical in price and 

cutting figures. 


SLATTERY BROS. 
TANNING COMPANY 
210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 








sociation is more than six months away, 
the Shoe Travelers’ Association of Chi- 
cago is out with a slate of nominees for 
national officers, to which it has given 
its official endorsement, and which is 
being recommended to other affiliated 
associations in the national body for 
similar action. The ticket recommended 
by the Chicago association is as 
follows: 

For president, Norman N. Souther; 
for . vice-president, Charles I. Slipher; 
for secretary-treasurer, T. A. Delany. 
Joseph Kalisky, president of the Chi- 
cago travelers, has written a letter to 
the affiliated associations asking them 
to present the above slate at their next 
meeting and inform the Chicago asso- 
ciation of their action. 





Shoe Machinery 
Production Gains 


Boston, Mass.—Production of shoe 
machinery totaled to $10,244,864 in 
1935, against $8,129,749 in 1933, ac- 
cording to a recent report of the U. S. 
Census Bureau. 

The increase of $2,000,000 is ex- 
plained in part by the increase in the 
production of footwear, and also in 
part by the reduction of the work 
week from 48 to 40 hours, with the 
consequence that more machines were 
needed to get out the larger number 
of shoes. 














tion, 
& com 
attem 
of th 
¢loths. 


have 
deteri 
Temar] 


BOOT AND SHOE RECORDER, June 19, 1937 





| 
COMMERCIAL 


FACTORING 


Inactive dollars now in 
your Accounts Receivable 
can be put to work through 
Commercial Factoring. 


COMMERCIAL FACTORS CORPORATION 
SEVENTY-SEVEN FRANKLIN STREET, BOSTON 
TWO PARK AVENUE, NEW YORK 
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records 


Chain Store Efficiency 


are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, IIl. 
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THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . 
the season's newest and most significant 
shoe styles are now on display. 


Shop the Marbridge Building for au- 
thentic shoe styles. The showrooms of 
the shoe industry's leading manufactur- 
OB 2 ce coments assembled under 
one roof. . offer you a splendid 
opportunity to look before you buy. 





. where 


1328 BROADWAY ar34”ST 


QS. a enaLD Mer. 


NEW YORK 





What’s New 


Improved Adhesion 
Compound 


Boston.—Robert S. Seddon, presi- 
dent of General Combining Corpora- 
tion, has announced the perfection of 
& compound for hot iron adhesion pur- 
poses. This is the outgrowth of an 
attempt to improve on some features 
of the gutta-percha coated backing 
cloths. The new compound, called No. 
207 (patent applied for), is said to 
have the following advantages: No 
deterioration, peeling, or hardening; 
temarkable adhesive quanlities; porous, 


giving a “breathing” backing cloth; 
unaffected by perspiration or water; 
unaffected by the application of rubber 
cements; will not pucker on any ma- 
terial to which it is applied, especially 
kid and suede; especially adapted for 
perforated or cut-out shoes, being a 
non-fray backing cloth, at no extra 
cost; normally a clear transparent 
coating, it can be made up in a large 
variety of colors. 





Canadian Production Rises 


MONTREAL, CANADA—Canada’s 
leather footwear production in April, 
1937, amounted to 2,219,297 pairs, 
a decrease from the preceding month 


of 167,827 pairs, or 7 per cent, but 
an increase over April, 1936, of 
153,710 pairs, or 7 per cent. The 
total output is apportioned by classi- 
fications of size as follows: Footwear 
for women, 47 per cent; for men, 32 
per cent; for misses and children, 13 
per cent; for boys and youths, 4 per 
cent; and for babies and infants, 4 per 
cent. 

The output of leather footwear dur- 
ing the four months ended April 30, 
1937, totalled 8,017,938 pairs, or an 
average per month of 2,004,485 pairs, 
compared with a total of 7,525,384 
pairs, and a monthly average of 1,881,- 
347 pairs in the corresponding period 
of 1936. 
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Flexible, Shape Retaining 
NURSES’ OXFORDS 


Made on the 
New OSCO 
Process 
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Fontius Buys 
Gerard Shoe Store 


PASADENA, CALIF.—The Gerard Shoe 
Store, located at 32 North Marengo 
Ave., has been acquired by C. H. Fon- 
tius of Los Angeles. This purchase 
rounds out Mr. Fontius’ interests here 
as the Gerard store specialized in the 
Ground Gripper and Cantilever shoes. 
Mr. Fontius operates a Cantilever store 
at 7382 S. Hill Street and a Ground 
Gripper shop at 728 S. Olive Street in 
Los Angeles. 





~ 


Opens Second Store 


BurraLo, N. Y.—Burke’s Bootery 
has been opened at 483 Main Street as 
the second unit in the chain of Don J. 
Burke, who for the last seven years has 
conducted a retail footwear store at 
9 East Genesee Street, known as 
Burke’s Enna Jettick Shoe Shop. The 
new store is furnished in a modern 
theme and will feature the Selby line 
of women’s shoes including Arch Pre- 
server, TruPoise and Stylese. 

L. E. Cummings, manager of the 
East. Genesee Street store, has been 
appointed general manager -of both 
units, it was announced by Mr. Burke. 
Before joining the Burke organization 
seven years ago Mr. Cummings was 
associated with the W. M. Laird Co., 
of Pittsburgh, Thrift Shoes, Inc., of 
Rochester, and the Long Shoe Manu- 
facturing Co. 

On the retail sales staff of the new 
store are Miss Elizabeth Schinker, 
Elbert Smith, E. A. Conley, Ismar 
Cohen, Charles McQueen, James J. 
Young and C. G. Renwick, all of whom 
in the past have been associated with 
leading retail shoe shops of the city. 
The staff of the East Genesee Street 
store will remain intact. 


New Treadeasy Shop 
Enjoys Good Volume 


Detroit, MicH.—Operating since the 
first of March the new Treadeasy Shoe 
Shop at 1254 Washington Boulevard, 
here, is proving to be another success- 
ful link in the quickly growing Tread- 
easy chain. 





Located in the smart shopping sec- 
tion of Detroit, opposite the Book 
Tower, this Treadeasy Shoe Shop is 
doing a volume of business comparable 
with stores that have been located in 
similar sections for many years. 

James D. McSweeney, manager, at- 
tributes his growing business to three 
points. First, his product; second, the 
really likeable appearance of the shop, 
with its concealed stock indirect light- 
ing and comfortable fixtures and 
third, a carefully planned and budgeted 
advertising appropriation going largely 
into newspaper display space and di- 
rect-by-mail. 
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ELAM'S 


PRE-WELTS 


754 PATENT LEATHER 
736 WHITE ELK 
Sizes 2/8 


The alert retailer is more than a 
shoe merchant. He is a showman— 
his windows attract his business. 
He is a keen salesman—he sells him- 
self as well as his stock. -Above 
all, he is a knowing buyer. That’s 
why alert children’s shoe retailers 
all over the country stick to the 
Elam line. Quality that doesn’t 
vary, shoes that give comfortable 
wear, shoes that are profitable,— 
helped make Elam’s Pre-Welts the 
favorites! 


F.S. ELAM SHOE CO. 





DISTRIBE TORS 


NEW YORK 


iste) ON ‘ 
NEW ORLEAN 
LOS ANGELES 








Horning Opens Branch Store 


Detroit, MicH.—Clyde E. Horning, 
who has for many years conducted an 
exclusive shoe store in Detroit’s best 
business section, with main store in the 
Fisher Building on West Grand Boule- 
vard at Woodward Avenue, recently 
opened a branch store in Grosse 
Pointe’s neighborhood shopping center. 
This store caters exclusively to the 
juvenile trade and carries a large stock 
of merchandise including all styles of 
popular sports shoes for boys and girls, 
up to 18 years of age. 

The store is attractively furnished 
with comfortable and modernistic fur- 
niture with show cases and mirrors in 
the rear conveying the idea of spacious- 
ness. -Back of the store proper is a 
well-stocked stock room. Indirect light- 
ing is used. 

Mr. Horning is the exclusive Detroit 
agent for John Ennis Shoe Company 
of Brooklyn, N. Y. 

Harry Mosely, who is well known in 
the shoe business and has been asso- 
ciated with Mr. Horning for the past 
16 years, is in charge of the new 
branch. The clerks are all men and 
are required to be thoroughly experi- 
enced in the proper fitting of shoes. 

Mr. Horning is at the store every 
Tuesday and Thursday afternoon to 
give his special attention to old patrons 
who like to meet him personally. 

The store is located at 16910 Kerche- 
val Avenue. 
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Wage and Hour Regulation at Retail 
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sold one pair at a time to individual 
customers through individual salesmen. 

“‘And so with a great many com- 
modities: technological progress, inven- 
tive genius, the application of science 
will no doubt lead to even greater de- 
velopments in the direction of greater 
and greater productivity. But mass 
production methods simply will not 
work in distribution. We have tried 
again and again to install mechanical 
devices for selling, but we find that 
our customers will not use them. They 
want to feel the goods; they want to 
discuss their merits with the sales- 
man. 

“‘It can be readily seen, therefore, 
that if the 30-hour week were estab- 
lished for retail establishments there 
would have to be an enormous increase 
in the costs of retailing, which, in the 
end, would increase considerably the 
price to consumers. Moreover, an em- 
ployee in a retail establishment is not 
under the same strain of having to fit 
in with the routine enforced by a ma- 
chine as is true in the typical factory 
or mill. There is, therefore, not the 
same element of fatigue. Hence the 
necessity for reducing hours of work 
to the same standard as may be de- 
sirable in an industry does not obtain.’ 

“As I said a moment ago, we have 
not had time to canvass our members 
on this bill, but I do wish to point out 
that retailing has in the past gone on 
record in support of the Government 
unemployment legislation, both state 
and national, and it has supported 
state minimum wage laws in states 
throughout the country, for the reason 
that our membership believes firmly in 
the necessity of raising the standard of 
living by a gradual improvement of 
the condition of the wage earner, and 
I think in this respect, without at all 
committing our organizaton as to the 
details of this bill, I feel sure that we 
are entirely in accord with the objec- 
tives of the proposed legislation. In 
fact, I believe that every right-think- 
ing American can fully agree with the 
objectives sought, although there may 
be some differences as to the method 
to be used in accomplishing these ends. 

“For instance, there are a great 
many people in the United States that 
believe that rather than have the 
United States Government undertake 
by a single piece of legislation to ac- 
complish a minimum wage and maxi- 
mum hour as a national matter, that it 
might be preferable to accomplish an 
improvement over a period of time, 
that is, a gradual evolution towards 
bettering standards through some such 
legislation as that favorably passed 
upon by the Supreme Court in the 


‘prison goods case, which in effect would 


allow the United States to sponsor and 
support the efforts of the states in 
improving their labor conditions. I do 
not wish to say here that we favor 
that, but I simply call attention to it 
as one very important subject on which 
there may be difference of opinion. 

“For instance, the difficulty that this 
labor board might have in fixing a 
wage in Louisiana that would have a 
proper relation to the wage in Massa- 
chusetts. There are many problems, 
it seems to me, that would exist in 
that matter, and I say that with some 
knowledge of the situation, because I 
was chairman of the Ohio NRA Board 
from the beginning of the NRA until 
it ended, and I am firmly convinced 
that we should give very careful con- 
sideration to the maintenance of local 
home rule and state home rule in our 
efforts to improve conditions. 

“And without indicating what our 
view is in reference to the broad meth- 
od proposed, I simply throw out this 
suggestion as an important matter to 
be considered. . 

“There are a number of details in 
this bill that later on we would like an 
opportunity to submit data on, but at 
the present time I only wish to com- 
ment on two paragraphs. 

“There has been some question raised 
at the hearings, in fact, the Assistant 
Attorney General who explained this 
matter, Mr. Jackson, was’ not quite 
certain as to whether this bill applied 
to retailing or not, but I call your 
attention to Section 5 (a) of the bill 
and Section 8 (a) of the bill under 
which, from our reading, it appears to 
us that this bill may give control, not 
only over the working conditions, hours 
and wages and other matters of retail 
stores in interstate commerce, but also 
in intrastate commerce, for the reason 
that the intrastate stores would be 
definitely in competition with inter- 
state, and, therefore, they will have to 
be adjusted by the board, as I see it; 
and, frankly, I do not see how that can 
be avoided if this bill is to be a suc- 
cess, because obviously it can’t simply 
throw a ring around the states, and 
leave the entire area within the states 
unaffected by it, because the competi- 
tive situation, as anyone who has been 
in the retail business knows, would be 
impossible. 

“I want to thank you, Senator Black, 


and Mr. Connery, for giving me an‘ 


opportunity to be heard here today, 
and to assure you that we are not 
hostile to this bill. We are inclined to 
be favorable to the bill, but we would 
like an opportunity to canvass our 
members before expressing the views 
of the American Retail Federation.” 


Woman Shoe Merchant 
Dies in Los Angeles 


Los ANGELES, CALIF.—Funeral ser- 
vices were held at St. Brendon’s Catho- 
lic Church, Third Street and Van Ness 
Avenue, on Friday, June 11, for Miss 
Mary W. Boyle, 58, for the past 15 
years the proprietor of a shoe store at 
244 S. Western Avenue. She died fol- 
lowing a very brief illness. Burial was 
made at Calvary Cemetery. 

Miss Boyle was one of the only two 
women in southern California operating 
shoe stores. The other is Mrs. Peterson 
of Santa Ana. The two were well ac- 
quainted and often exchanged notes. 
Miss Boyle was a living proof of the 
fact that a woman can succeed well in 
a line once thought to be the exclusive 
monopoly of men. She was recognized 
as a skilled buyer, clever promoter, and 
above all a good shoe fitter and sales- 
woman. She was as successful with 
men’s shoes as she was with women’s. 

Miss Boyle is survived by her mother, 
Mrs. Margaret Boyle; a sister, Mrs. 
Margaret Sullivan, and by four broth- 
ers, Daniel, U. J., Jack and Arthur, all 
of Los Angeles. 


Elected Captain of 
Ancient and Honorable 
[CONTINUED FROM PAGE 34] 


pointed to the position of publicity 
director, which he still holds. 

Mr. Cahill’s military record began 
with his enlistment in the M. V. M. 
(later the M. N. G.) in 1887. In 1931 
he retired as lieutenant colonel in the 
Adjutant General’s office. He served 
on the Mexican Border in 1916 and dur- 
ing the World War he was on duty in 
various camps of North and South 
Carolina. 


Shoe Stores Collect Service 
Tax on Repairs 


DENVER, CoLo.—Signed on May 14 by 
Governor Ammons, the new Colorado 
2 per cent service tax affects all shoe 
stores with repair departments. Mer- 
chants are compelled by law to collect 
the tax from customers and must not 
absorb it. They are allowed to deduct 
3 per cent of the tax for the expense of 
collection and remittance. 

When a transaction involves both 
materials and service as in shoe repair- 
ing, the concern rendering the service 
collects 2 per cent on all but seg- 
gregates the charges in remitting the 
tax as the allowance for collecting the 
sales tax of 2 per cent, applying to 
materials, is 5 per cent of the amount 
collected. 

The financial crisis, created when the 
voters last November put a $45-a-month 
old age pension into the Colorado con- 
stitution led to the passage of the ser- 
vice tax. Shoe stores are using 1/5 cent 
sales tax tokens in making change. 
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What Sizes Do They Want? 
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size hazard, for most of these added 
sizes have been end sizes and extreme 
widths. 

Of the one hundred thirty-six (136) 
sizes stocked, we do approximately 68 
per cent of our business in the thirty- 
three (33) middle sizes. We find that 
almost three-fourths of our business is 
done on one-fourth of our sizes. There- 
in lies a problem for head work and 
not guess work. It is known that you 
cannot always anticipate wanted sizes 
100 per cent, but I am certain and my 
record will prove that you can antici- 
pate them to a remarkable degree. 

To those who may not be familiar 
with the operation of stock control sys- 
tems, I will outline the plan with some 
details. I have found that it is not 
necessary to keep size records on all 
stock numbers. At the beginning of each 
season select about 50 per cent of your 
stock numbers (representative of your 
entire stock) on which you will keep a 
perpetual size inventory. In adidtion to 
the sales tickets, keep a record of all 
sales lost due to lack of proper sizes. 
At the end of each season make a com- 
posite sheet for each type of shoe. Run 
all sizes and widths sales of similar 
shoes together. Finally and most im- 
portant, keep these analyses before you 
when you make your purchases the fol- 
lowing year. 

The plan outlined, used in conjunc- 
tion with your own good judgment, 
should enable you to keep your sizes and 
widths in proper balance. If you would 
like to know, “What sizes they (your 
customers) want” keep the records as 
suggested and you will be assured less 
mark downs, more satisfied customers 
and a much larger net profit. 

Buying novelty patterns offers prob- 
lems not found in buying arch type 
shoes. For your consideration, I will 
outline briefly my plan for buying this 
type of shoes. 

The composite size sheet (No. 2) shows 
1200 pairs sold on 56 different sizes. 
However, 75 per cent of these sales 
were on only 18 sizes. My stock will be 
built on the basis of these figures. 

If our purchases average 24 pairs 
for each stock number that will give us 
50 different patterns. On only one of 
these patterns would I buy a 4% AA. 
On only two of these patterns would I 
buy 5AAA. The more extreme the style 
the closer I would stick to the 18 safe 
sizes. 

It hardly seems fair that the lady 
wearing a 4%AA should have only one 
pattern from which to make a selection 
while the lady wearing a 6%B would 
have fifty. If the retailer buys two or 
three 4% AA and two or three 38C, he 
will likely have to take a drastic mark- 
down on the extra pairs left and there 
will go his profit. 

I feel certain that this plan will not 
meet with much success if retailers con- 
tinue to load their shelves with end 


~ 
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The practical principle of the 
Breastlock heel is illustrated 
in these simple diagrams. The 
tongue or lip of the heel 
under the full thickness of the 
outsole, strengthens the shank 
and goes far to prevent high 
heels from kicking back or 


THE TONGUE under. 


OF THE 
BREASTLOCK 
TONGUE 
and GROOVE 
PRINCIPLE 





THE BREASTLOCK TONGUE 
SLIDES SNUGLY UNDER THE 
*  SOLE—LIKE THIS 


The sole flap formerly used is 
eliminated — and with it all 
the troubles arising from 
breaks across the lip of the 


heel—as illustrated in the_¢ 


photo at the right. This 

new development now\ 
makes practical a new 
style—straight breast "Cu- 
ban" heels as high as wanted. 


HERE IS THE GROOVE— 
UNDER SOLE AT SHANK— 
INTO WHICH FITS THE 
BREASTLOCK TONGUE 


4. 


IN THE FINISHED SHOE 
BREASTLOCK GIVES MAXIMUM 
SECURITY—GREATER STRENGTH 
—THOROUGH SATISFACTION 
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BREASTLOCK 


TRADE - MARK 


HEELS 


CUT DOWN YOUR REFUNDS 
AND ADJUSTMENTS. . - . prevent 


dissatisfied customers. 


No longer is it necessary to risk the losses from 
common heel failures. Breastlock Heels—the 
most important heel improvement in twenty 
years—completely eliminate unsightly, trouble- 
making breaks at the heel lip . . . give maximum 
security—better value—another selling argu- 


ment. 


F. W. MEARS HEEL CO. 
140 Federal St., BOSTON 
Factories at Lawrence, Mass.; Conway, N. H.; 
Auburn, N. Y.; Columbus, O.; St. Louis, Mo. 


Affiliated: Dominion Heel Co. 
Montreal and Quebec, P. Q. 


and — : , 
SOLVE this PROBLEM 
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sizes and extreme widths, for women 
wearing these sizes will often wait 
until they are reduced, knowing that 
as the season progresses their sizes can 
be bought at their own price. My wife 
is an excellent example of this type 
customer. Wearing a 5%AAAA, she 
has learned through experience that 
shoe merchants are invariably stuck 
with her size and consequently she can 
buy her shoes from the retailer much 
cheaper than I can purchase them 
wholesale. 


Down to Details 
[CONTINUED FROM PAGE 21] 


seems to be just ready to take flight. 
It has action. Motion. And that is 
all it needs or wants—in the way of 
trimming. 

Number five in our series, in contrast 
and contradiction to number four, is 
the ultimate in the streamline shoe. Its 
inserts of Lastex leather mold the foot 
like a glove. The seaming that outlines 
the Lastex section and the tiny flat 
bow at the top is all the detail it has. 
It seems logical that the shoe using 
this radical new resilient leather should 
be kept as pain as a pipe-stem. Any 
trimming would detract from its es- 
sential feature, the dramatic story of 
its clinging. molding quality. 

Combinations of materials and com- 
binations of colors figure as another 
key treatment for Fall. ... Suede and 
satin, or suede and faille used to- 
gether; ombre, or multi-colors in suede. 
The best of these “harlequin” shoes 
show a suave blending of the contrast- 
ing sections; the worst will look like 
a crazy quilt. The shoe illustrated 
shows a simple treatment of this new 
theme song, with the inter-locking 
pieces so handled that they give a 
clean sweep to the design. 

For a finale, we show the shoe with 
back adjustment. From the fashion 
angle, this idea is increasingly impor- 
tant, because new Fall costumes con- 
tinue to have back interest. From a 
fitting angle, it is important, too, per- 
mitting adjustment to different heel 
widths, and also allowing for tighten- 
ing the shoe at this strategic point 
after it becomes loosened by wear. 
Using snap buckles instead of lacings 
for this shoe is proving more practical 
because it proves easier for a woman 
to adjust on herself. 

Extended-back shoes also belong in 
this category of back-interest shoes. 
But as the season progresses, there 
seems to be less excitement over this 
idea. It is not a comfortable shoe. It 
is bound to rub at the heel. 

From every angle, Fall shoes are 
exciting in silhouette. Front interest, 
side interest, back interest all belong 
in the picture. But the buyer of bet- 
ter shoes is careful to concentrate on 
one ring of the circus at a time... 
and to choose trimming details that 
emphasize rather than confuse dra- 
matic pattern lines. 
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and) Want Al 





1937 








SALESMAN WANTED 


BUSINESS OPPORTUNITY 


MERCHANTS’ NEEDS 





RRITORY open for experienced salesmen 
with established trade to sell complete Line 
of Stitchdowns to Retail trade as a side line. 
Commission basis only. State territory desired 
and all information in first letter. Address 
F-389, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





SALESMAN for Ohio and Indiana. Nationally 
known line house slippers. Trade established. 
Details with application. Address Blum Shoe 
Manufacturing pany, Dansville, New York. 





POSITION WANTED 





BUYER. Have had 10 years’ expertense as 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











WANTED TO PURCHASE 








buyer in Dept. Store. Thoroug ghly 
shoe man; highly skillful in merc ae 
Good reason for caneing position. Address 
F-377, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





AVAILABLE shortly. Successful buyer of 
woman’s and children’s high grade footwear. 
Thorough knowledge of market. Department 
and shoe store experience. Address F-378, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





SHOE buyer, manager, or high grade correc- 
tive shoe fitter available. Age thirty-two 

with fifteen years’ of applied shoe fitting. Now 
employed but good reasons for changing. Is 
worth and expects a good salary. Address 
F-388, care Boot & Shoe green 239 West 


39th Street, New York, N. 





FOR SALE 





F,STABLISHED famil iy shoe business located 
within 35 miles of New York in a city over 
50,000 in excellent location featuring nationally 
advertised brands, Fine "Recorder, Address 
F-387, care Boot & Shoe rder, 239 West 
39th Street, New York, 





HELP WANTED 


WANTED: Women’s last mode) maker. Must 
be capable of designing. Please state in 
first letter past experience, salary expected and 
when services are available. Address F-386, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 


Phone WOrth 2-5377 and 5378 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 








WE BUY 


Entire or 1eetpiee us Woelessie and Retail 
Stocks, hoes 
Walk-Over.. Fiorstelme casas ettick, Vitale 


ity, Arch Preserver, Queen Q 

















For Spats and 
Shoe Ornaments 


Sqekty Accessories 
Profitable 





i i. Si 
Ghicage. 11 ie Line 














DISPLAY 
FIXTURES 


This modern Display Fix- 
ture in extensible sizes— 
12” to 24” and 18” to 36”. 
Genuine Triple Chro- 
mium plated with choice 
of Ebony, Walnut or Ma- 
ple trim. Tilting top holds 
a pair of men’s or wom- 
en's shoes. Truly a re- 
markable “buy”. 


For a limited time only 
$21.00 2£..,, 
ORDER NOW 










SEGALL & SONS 


923 Arch St., Philadelphia 








tonians, Stetson, Red Cross, Nunn mi, Se 
IRVIN RUBIN 
“The House of Jobs’’ 
88 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 














Galion Shoe Co. Sold 


GaLion, On10—The Galion Shoe Co., 
owned and operated for 50 years by 
the Schuh family, was recently sold by 
Paul Schuh to the Merit Shoe Co., En- 
dicott, N. Y. Mr. Schuh is retiring 


from business. 





Kimntons New 
Fort Collins Dealer 


Fr. CoLtutins, CoLto.—New figure in 
the local retail shoe trade is John FE. 
Kimmons, who, opening the Kimmons 
Clothing Store, has included a shoe de- 
partment. Mr. Kimmons gave away 
6000 cigars, between 5000 and 6000 
flowers, and innumerable balloons, 
whistles, and novelty hats, at his store 
opening. 











mum charge, 75 cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is — 23. 
When a box number is desired twelve words should be added for the address. In all other cases each word o 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
{== Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@eg 


7 cents per word. Minimum charge, 












——— 
—— 
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Fall Buying in Chicago 

CuH1caco, Itu.—This section had its 
first taste of brisk fall buying May 24 
and 25 at the regular monthly Buyer’s 
Day of the Chicago Shoe Traveler’s 
Association, at the Morrison Hotel. 
Although buying of Summer shoes was 
still steady, shoe men reported that 
about 60 per cent of the total sales 
were for the Fall lines and the rest 
for Summer. 

Suedes were the leading sellers by 
far for Fall, shoe men report. They 
predict that gabardine will follow 
equally well for October, November, 
and December. Black was the biggest 
seller in colors, leading about 75 per 
cent. Following in close succession in 
their order were brown, green, and 
burgundy with greys far down on the 
list. Many high gore effects, high 
straps, side ties, and illusion oxfords 
were sold. A number of oxfords with- 
out tongues were shown along with 
plain strip pumps, and short vamps. 
There were a number of suede and 
satin combinations and a number of 
solid suedes with patent trim. Multi- 
colors in various combinations both for 
staple lines and styled shoes appeared 
to go well. Staple lines run to closed 
toe and closed heel models with more 
design in the body and trim of the 
shoes. The high styles remain largely 
in open toes and heels although not as 
extreme as this past Spring. A geisha 
sandal with 13/8 heel and T strap was 
one of the most popular numbers as 
well as an oxford with high lace front 
and Dorsay back. 

White continued as leader in the 
Summer selling although salesmen re- 
ported a heavy demand for multi-colors 
which seem to be selling unusually well 
in this part of the country. A huge 
volume of business was done in the 
$1.95 to $2.95 class, Norman N. South- 
er, who directs the show reported. The 
total sale reached nearly 25,000 he re- 
ported and more lines were shown this 
time than at any previous show. Both 
the sixth and seventh floors of the 
Morrison hotel are now used by those 
participating. Mr. Souther reports that 
more and more State Street merchants 
including those from leading shops as 
well as buyers from surrounding states 
are patronizing the show. 

Those showing lines were Adams 
Brothers, Collingwood Shoe Co., Plaut- 
Butler Shoe Co., Franzen Slipper Co., 
Restful Footwear Co., A. Sandler Co., 
Owen Edward Shoe Co., Star Shoe 
Mfg. Co., Groves Shoe Co., Saxe Broth- 
ers Shoe Co., Herbst Shoe Mfg. Co., 
Brilliant Bros. Co., Bloom Brothers Co., 
Hannahson Shoe Co., C. W. Marks 
Shoe Co., Diamond Shoe Co., J. Ed- 
wards & Co., Monroe Shoe Co., Allied 
Shoe Co., McBreen Shoe Co., Jarman 
Shoe Co., Barack Shoe Co., Best Shoe 
Co., Huntington Shoe Corp., Harper- 

chen Co., H. Brandt and Sons, 
United Shoe Mfg. Co., Roger Brothers 
Shoe Co., Ideal Shoe Mfg. Co., Wohl 
Shoe Co., Williams Mfg. Co., H. C. 
Godman Shoe Co., Manning-Gibbs Shoe 


1937 


Co., St. Louis Novelty Shoe Co., M. J. 
Saks Shoe Corp., Sinbac Shoe Co., 
Alex Katz Co., Gale Shoe Mfg. Co., 
W. L. Kreider Sons, Superior Shoe Co., 
Fargo Hallowell Shoe Co., Richland 
Shoe Co., Davidson Shoe Co., Ephrata 
Shoe Co., Eastern Footwear Corp., 
Inter-Allied Slipper Co., Nate Wellans 
Shoe Co., Kane, Dunham & Kraus, 
Rele-Royl -Shoe Co., and Craddock- 
Terry. 

The next showing will be held at the 
Hotel Morrison, here, on June 28 and 
29. 


Adds Sports Wear Department 


Los ANGELES, CALIF.—A new Cruise 
and Resort sportswear shop has been 
opened on the main floor at Gude’s, for 
the sale and promotion of all types of 
shoes typical of the Summer season. A 
cabana awning in greens and yellows 
does its part in setting off this corner 
of the floor. A background formed by 
sketching a series of girl action screens, 
illustrating the various activities at 
southern California and Hawaiian re- 
sorts on the back wall, gives vivid color- 
ings to the new department. The vari- 
ous “port hole” display cases around this 
floor are carrying backgrounds of re- 
sort places with their showing of resort 
footwear. All types of bathing, beach 
and distinctive Simmer shoes are mer- 
chandised from this colorful section. 


Leather Expert Visits 


Milwaukee Factories 


MILWAUKEE, WIS.—Dr. Dorothy Jor- 
dan Lloyd, director of the British 
Leather Manufacturers’ Joint Research 
laboratory, was a recent Milwaukee 
visitor where she inspected local shoe 
factories and tanneries. She is in the 
United States as a guest of the Ameri- 
can Leather Chemists’ association, of 
which Dr. August Orthmann, Milwau- 
kee, is president and which will hold 
its convention June 8 to 11 in Toronto. 


Open New Children’s 
Department 


SEATTLE, WASH.— Establishing a 
large new shoe section, for children’s 
footwear as well as general shoes in 
the lower brackets, Nordhoff & Moore 
has opened a new department on the 
lower floor of the departmentized setup 
at Second Avenue and Pike Street here. 
Merchandising in the new lower floor 
sector is under direction of Hugh J. 
Koenig, vice-president and general mer- 
chandising manager. Increased busi- 
ness and new demand for footwear has 
led to creation of the fine basement 
layout, with adequate personnel, which 
marks the first major expansion of 
this department store since it change 
of management last Autumn. 
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Wisconsin Retailers To 
Launch Educational Program 
[CONTINUED FROM PAGE 37] 


Schools, who spoke before the National 
Shoe Fair, at Chicago in January on 
the same subject, explained what had 
been accomplished in Wauwatosa in 
helping to make parents and children 
aware of the necessity for proper foot 
eare and shoe fitting through the co- 
operation of Mr. Brouwer and other 
leading shoe retailers. He urged the 
dealers to seek cooperation of their 
school superintendents in carrying on 
similar work in their cities, declaring 
that the latter would be happy to help. 
The open forum discussion considered 
unionization of employees and whether 
retailers should raise their prices on 
stock now on their shelves or wait 
until new styles are introduced. No 
definite action was taken on either sub- 
ject. The convention went on record 
again authorizing the travelers’ asso- 
ciation to handle the renting of display 
rooms and alloting of space and recom- 
mended that in view of the lateness of 
the current season, due to cool weather 
and the many white shoes still on 
dealers’ shelves, opening of clearance 
sales be delayed until late July or early 
August. 

Officers elected, in addition to Mr. 
Weber, were: J. F. Wetzel, Milwaukee, 
vice-president; Milton Boucher, Mani- 
towoc, secretary-treasurer, and J. K. 
Peterson, Madison; Ray Morden, Mil- 
waukee; Herbert C. Bartman, Stevens 
Point, directors. With registration of 
approximately 200, all were _ well 
pleased with the excellent manner in 
which travelers arranged for conven- 
tion. Fred E. Schmidt, secretary of 
the travelers, reported good business 
by exhibitors and a membership in- 
crease of approximately 25. 


Lighting Important in 
Window Display 


OAKLAND, CALIF.—Soft glow from a 
single pink light added a “touch of 
elegance” to an otherwise commonplace 
shoe window of the H. C. Capewell Co. 

A six-foot white wallboard circle oc- 
cupied the rear of the window space. 
Four inches in front of this was a 
three-foot circular piece, similarly 
painted, with lower edge level with that 
of the first circle. Both rested on a 
foot-high base of white. Also on the 
base, directly in front of the smaller 
circular’ piece was a small pedestal, 
supporting a pair of men’s shoes. A 
small candlepower pink lamp placed 
between the two round panels extended 
its rays upward and sideways on the 
larger panel. 

Five pairs of shoes were placed in 
front of the lighted panel and on each 
side were six pairs, flat on the window 
floor. 

In the daytime the soft glow of pink 
created a warmth in the window; at 
night it served as an important illumi- 
nation, adding life to the indirect lights. 
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N. E. Production Makes 
Another Record 


Boston, Mass.—Total shoe produc- 
tion in April of 13,210,096 pairs, as re- 
ported by approximately 387 factories 
in the New England shoe states, was 
the largest output produced in any 
April in the history of the industry, 
and represents the tenth consecutive 
month of record-breaking production 
levels in New England, according to 
an analysis made by the New England 
Shoe and Leather Association based on 
statistics just released by the U. S. 
Bureau of the Census. Massachusetts, 
with some 267 reporting shoe factories, 
produced 7,855,762 pairs, a gain of 7 
per cent over April 1936, while New 
Hampshire reported a gain of 15 per 
cent. .Maine’s shoe production dropped 
22 per cent in this period largely the 
result of the strike waged by the 
C. I. O. Union, the United Shoeworkers 
of America against some 19 Auburn- 
Lewiston shoe manufacturers. 

Total production of shoes during the 
four months, January through April, 
equaled 58,564,800 pairs in the New 
England shoe states, representing a 
gain of 21 per cent over the same pe- 
riod a year ago. Massachusetts, with 
an output of 32,640,609 pairs led all 
other states in production and New 
Hampshire, with a production gain of 
25 per cent for this period showed the 
largest percentage increase over 1936 
for any one state. Despite its April 
loss, shoe production in Maine was still 
18 per cent above its 1936 level for this 
period! 


Shoe Prices Readjusted 
in New Hampshire 

HAVERHILL, Mass.—A sweeping re- 
adjustment of prices in Haverhill shoe 
factories, involving increases of 19 per 
cent in some instances, was ordered 
by the state board of conciliation and 
arbitration. The order covers approx- 
imately 2,300 items and applies to every 
process in the various plants. 

In a statement accompanying its de- 
cision the board charges that “startling 
variations” were found in the earnings 
of employees engaged in similar occu- 
pations in various factories making the 
same grades of shoes. Employers were 
ordered to correct conditions which 
retard the worker and reduce his wages. 

David H. Hillard, former Haverhill 
shoe manufacturer, was appointed as 
expert for the state to continue the 
investigation and see that the order of 
the board is carried out. He will serve 
for an indefinite term. 

Vacations with pay will be granted 
more than 450 employees of the L. H. 
Hamel Leather Company here under a 
plan announced by Louis H. Hamel, 
treasurer of the company. Workers 
with one year or more of continuous 
service will be given one week and 
those who have served 10 years or 
more, two weeks. 
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BOOTS AND SHOES 


CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass......................-200--e. 44 
CONNELL, J. M., SHOE COS. Braintree, Mass....... 2.0... ccc cece eee ee cece eee 42 
EEmod, v. &.; sare Ge, Rachabter, 00.455 5 ek ow dh cbbnn ee 46 
ENDICOTT-JOHNSON CORP., Endicott, N. Y...... 000.0 ccc cece cece ce ceeeeeeees 6,7 
MRnen, DAR OU, Dolgedlle, Ni:¥.. he ee a WW 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.................... 12 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass.. ese eres. 42 
MUSEBECK SHOE CO., Danville, Ill. .........0.0.......00.. “hi atten. Ma Bee. hee 5 
NAHM BROS. SHOE MFG. CO., Philadelphia, Pa... 22.0.2... cece cee ee eee 44 
O'DONNELL SHOE CO., Humboldt, Tenn...... 2.2.0.0... ccc cece eee e cece e. 4 
re ei, ONO RONG i i5on ss Fed ois oe eks Ee eee ew Sheen. 46 
PETERS, BRANCH OF INT. SHOE CO., St. Louis, Mo.... 0.0.0.0. 0... c cece cee eee 27 
UNITED SHOE MFG. CO., St. Louis, Mo....... 0... c cece cece cece cet enntueues 35 
UNITED STATES RUBBER PRODUCTS, INC., New York City................. Front Cover 


VAUGHAN-TOWLE CO., Wakefield, Mass.............. 0 ccc ccc ccc ccc cececcucuees 42 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Boston and New York City........... 0.0.00 ccc cece eee ee eee ees 4l 
AMER, WILLIAM, CO., Philadelphia, Pa........... 0.000000. ccc cece cee eee 3rd Cover 
ENGLAND WALTON CO., Boston, Mass.................... CRORE RT esa ee 40 
EVANS, JOHN R., & CO., Camden, N. Ju... cee eee a, 8, 9 
GOODRICH, B. F.. COMPANY, Akron, O.... 20.00.00 ccc eee cee eee Back Cover 


REVOR, ik is eg tO VR IY oa oa ic cc cede e Chee pene dernecns dy 3 


OCP Se es I Oe lS on ac vate cade ch cebasdaeb spain... 29 
PANTHER-PANCO CO., Chelsea, Mass........... cece cece cece eect eee eeeeennes 34 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis......................... 2nd Cover 
SEIT. MCs OUTON, NOIR as oo 035.00 e Cwa ES UR Hc RE MAUS CES Be aS ve. 44 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
COMPO SHOE MACHINERY CORP., Boston, Mass.............ccc cece cece ee ceees \ 
DU PONT, E. I., DE NEMOURS & CO., INC., Arlington, N. J.... 20.0... eee eee 33 
AR SOR Tele SO Ss INO, Tiles. oc nisin bask eves eWe ee BOE adhe wees 50 
MEARS, FRED W., HEEL CO., Boston, Mass.............0 0. ccc ccc eee c cee ee ues 48, 49 
UNITED FAST COLOR EYELET CO., Boston, Mass................0000. 00 eee 10 
UNITED LAST COMPANY, Boston, Mass............. 0000 ccc cece cece cee escteee 4 
UNITED SHOE MACHINERY CORP.; Boston, Mass...............-.0 00 ccc eee 31, 36 
STORE EQUIPMENT AND ACCESSORIES 
SEGALL & SONS, Philadelphia, Pa. 2.0.2.0... cece cece cent ee eee eees 50 
SHOE FORM GO. Auburn: NEV .0 o.oo co AG ioe. 43 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City............ 00.0.0 ccc eect ee ee ee ees 50 
COMMERCIAL FACTORS CORP., New York City.............0 0c cee eee e eee 45 
OSE rs CN FO ES TR A A. - 45 
SOIEE RITE, Chew’ Votk CHV. 20 bi eles es be ee 50 
KIRSCH-BLACHER CO., INC., New York City. ......... 00... cece eee cee eee 50 
MARBRIDGE BUILDING, New York City............. 0... c cece cece eee ee: 45 
STEPHENSON LABORATORY, Boston, Mass...........6.. 000 cee ce ee ew eee eee ees 50 
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The NEVA 
By Krippendorf 





Since 1870 the firm of Krippendorf-Dittman has specialized in 
designing women’s shoes to give exceptional comfort without sacri- 
ficing good style. Their well-named Foot Rest line is typified by the 
trimly finished “Neva” illustrated here in Colonial Black Patent. ( 


A lot of leathers have come and gone during Krippendorf’s sixty- 
seven years of buying. . . . They speak with authority, therefore, in € 
saying that patent leather is as good as gold, year in and year out, g 
and that Colonial is their outstanding preference for black because 
it makes up well, looks well and wears well. 


COLONIAL TANNING COMPANY, BOSTON, MASSACHUSETTS 
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The smartest people — those whose time is 
worth money — are flying to appointments 
these days. It’s the most economical way. 


\ manufacturers — those whose time is 


worth money — are using Spaulding Count- 
ers for their shoes. Spaulding Counters are 
great time-savers. They are made to fit the indi- 
vidual last. Because of their molding, they just 
slip on the last for a perfect fit without any time- 
costly adjustments. They’re more economical, 


too! The imported, long-fibre hemp and 





flax construction makes Spaulding Counters 
strong as well as flexible. This feature 
for faulty back- 
part. Specify Spaulding Counters for your 


eliminates costly returns 


shoes. They’re made to give greater satis- 
faction and greater economy for both you 


and the consumer. Forget the back-part of 


FAULDING' 


Counters 


“nade in North Rochester, N. H. 


your shoes 
— Specify 
Spaulding 


Counters. 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 
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4104—Black Kid Gypsy 
Tie, quarter cut outs, grey 
stitched vamp and quar- 
ter. 14/8 rubber tap heel. 
Cempro Construction. 
Sizes 3!//9, Widths A, 
BBs icteces $2.00 


4105—Same in Brown 
Kid. 


4106—Black Kid Side 
Gore Pump, 16/8 Cuban 
Heel, Cempro Construc- 
tion. Sizes 3!/./9, Widths 
A, 8,:C, GEE... $2.05 


4107—Same in Black 
Kid Quarters, Black Suede 
Vamp. 

4108—Same in Brown 
Kid Quarters, Brown 
Suede Vamp. 


4102—Black Kid Five Eye- 


let Tongue Tie, Quarter | 


Cut outs, Patent Eyelet 
panel, Grey stitched tip 
and quarter, 16/8 built 
up leather heel. Cempro 
Construction. Sizes 3!/>/9. 
Widths A, B, C, EEE. 
$2.00 
4103—Same in Brown 
Kid. 
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4109—B lack Kid Front 
Strap, Patent Strap Vamp 
and Quarter trim. 16/8 
Cuban Heel. Cempro 
Construction. Sizes 3!/,/9, 
Widths A, B, C... .$2.05 


4110—Same in Black 
Suede with Black Patent 
Trim. 


4111—Same in Brown 
Suede with Brown Patent 
Trim. 


4100—Black Suede Three 
Eyelet Tongue Tie, Patent 
Quarter trim, Welt 
seamed vamp, 16/8 
Cuban Heel. Cempro 
Construction. Sizes 
3!/,/9, Widths A, B, C. 

$2.05 
410I—Same in Brown 
Suede, Patent Quarter 
Trim. 


4112—Black Kid Four 
Eyelet Tongue Tie, Quar- 
ter cut outs, 14/8 Rubber 


tap heel. Sizes 3!/,/9, 
Widths A, B, C, EEE. 
$2.00 


4113—Same in Brown 


Kid. 
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THESE ENDICOTT JOHNSON’S ARE ALWAYS IN DEMAND 


EN-JOIE ARCH TYPE SHOES 
SELL STEADILY, PROFITABLY 


In every community, shoe retailers invariably have a certain 
number of customers who, year in and year out, steadily buy 
an arch-type shoe. These customers insist on the foot comfort 


only a shoe of this type can give. 


For these customers, Endicott Johnson has built up the En- 
Joie line to the detailed specifications a true comfort shoe 
must have. These shoes feature metatarsal arch pads, rubber 


cushion heel seats, and Velva-Snug Heel Grips. 


Of equal importance, is the high style in which these shoes 
are available. The newest combinations of kid, suede, and pat- 
ent are skillfully patterned into good-looking shoe style every 
woman will admire. And the reasonable prices the En-Joie line 


retails at makes it a doubly desirable one. 


ENDICOTT JOHNSON EN-JOIE 
ARCH TYPE SHOES ARE IN 
STOCK FOR IMMEDIATE DELIVERY 
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A photographic reproduction of the finest built-up heels—with an EMBOSSED finish 
Saves WEIGHT... SCUFFLESS ... UNIFORM FINISH... can’t CHECK or CRACK 


HIS new built-up heel effect in scuffless “‘Pyra- 
heel” plastic heel covering looks exactly like a 
leather heel—yet gives you all these other advantages: 
It adds to foot comfort. A prominent shoe retailer 
says: “After fit, lightness is the first factor in shoe com- 
fort. This heel saves ounces of unnecessary weight.” 
It’s scuffless, like all other “Pyraheel” coverings. 
The value and popularity of this quality have been 
thoroughly demonstrated. 
No checking, cracking, splitting. This built-up 


heel effect is impervious to moisture. 

Uniform—long-lasting finish. They match per- 
fectly—stay new-looking much longer. 

The built-up heel effect is an exact photographic 
reproduction of the finest built-up leather heels. The 
outer surface is embossed, giving the feeling and tex- 
ture of leather. 

Available for Cubans, Military and Louis—all sizes 
—all types. Ask your shoe manufacturer for shoes 
with these new practical heels, or write du Pont. 





~ 
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WueTHER your interest centers upon various shoes for men, or 


whether for ladies’ novelty or staple types or for shoes for boys and girls of all ages, 
you will find Friedman-Shelby splendidly equipped to handle your requirements. 


Nor only are you afforded the advantages of concentration of 
your purchases with a firm, the very name of which is synonymous with ALL- 
LEATHER SHOE VALUE; you also can avail yourself of the opportunity of 
bringing before you a truly “great assembly of specialty lines.” 


Eacu type and grade of shoe is produced in a factory devoted to 
producing just that type and grade and assembled by craftsmen whose time is 
devoted to producing that line as a specialty unit. These assembled specialty lines 
carry well known trade-marks that readily identify each as an ALL-LEATHER shoe 
with a full measure of value. 


FRIEDMAN-SHELBY joins with its dealers in conducting coop- 
erative consumer advertising, intended to definitely identify that dealer’s store as 
headquarters for these specialty lines. 


ALE a eee 


FRIEDMAN- SHELBY J such 
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